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New England Mutual full-time agents 
qualified for 


The Leaders’ Association 


of the Company in 1952 


.- which means that they: (1) produced 
$500,000 or more of new business, at least 
$4500 in first-year commissions, on 20 lives 
during 1952; or (2) $5000 in first-year 


commissions on at least 20 lives. 


...A pretty good measure of the caliber of our field men. 
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I SELL 


Feace of 
Mind 


By E.V. B. 
Equitable Representative 


1 SELL A LOT OF THINGS you can’t buy at any store. 


You might say I sell peace of mind. AndI carry itinan 
assortment of sizes and designs to suit every man in town. 


For instance — twenty years ago —I sold Harry 
Bartlett an independent old age. He hasn’t started using 
it yet, but as soon as he decides to retire, that monthly 
check will start coming in from the Equitable Society. 
His “Independent Sixties” policy takes care of that. 


And George Biggert is the proud possessor of a home 
that not even death can take away from his family. The 
“peace of mind” that I sold to George was called, “The 
Equitable Assured Home Ownership Plan”. George swears 
to this day, it’s the smartest investment he ever made! 


I’ve spent the best part of my life representing 
Equitable. And when I say “best part of my life’”—I mean 
just that. For what could be better than helping your 
friends lick their worries?...Helping them to face the 
future with “hearts that know no fear?” 


Yes, I’m a salesman —and the products I sell are fine 
ones. And, to me, the Equitable Society is the world’s 
finest manufacturer! 






LISTEN TO “THIS IS YOUR FBI”... official crime-pre- 
vention broadcasts from the files of the Federal Bureau 
of Investigation...another public-service contribution+to 
his community by The Equitable Society Representative. 
EVERY FRIDAY NIGHT » ABC NETWORK 





THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 


One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance Se- 
ciety serves his community by selling life insuranee. 





Yes, there's peace of mind in the 
Biggert home. And it’s nice to know 
that I was the man who put it there. 
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Section 213 Bill 
Gets Over Last 
Legislative Hurdle 


Governor's OK Assured; 
Expense Allocation Measure 


Also On Dewey’s Desk 

ALBANY—The senate bill to amend 
various provisions in section 213, the 
expense limitation statute, has been 
passed by the assembly and sent to 
Gov. Dewey, as has the senate bill giv- 
ing the insurance superintendent the 
authority to prescribe standards for 
equitable allocation of income and ex- 
penses. 

The latter is a department bill and 
the former has the department’s bless- 
ing, so the governor’s approval is re- 
garded as a certainty. 

The bill amending section 213 was 
opposed by the state CIO organization. 
The CIO objected on the ground that 
it did not take care of industrial in- 
surance, which is covered in section 
213-A. 

For a short time there was some 
anxiety among those who wanted to 
see the legislation enacted that the 
CIO’s demand for a hearing might 
jeopardize the chances of getting a 
213 measure enacted at this session, as 
the legisature is now scheduled to ad- 
journ March 20. 

@ e e 

While the section 213 bill falls short 
in many respects of being what the 
companies and agents wanted, they are 
not opposing it, on the ground that it 
is the best compromise that could be 
worked out with the New York de- 
partment this year. 

The allocation bill is not opposed by 
the companies, which had vigorously 
opposed the uniformity of procedure 
that it earlier appeared the insurance 
department wanted. The bill, however, 
makes no mention of uniformity and 
apparently would permit companies to 
follow any reasonable basis provided 
it met with departmental approval. 

The section 213 amendment would 
increase the permissible limit in agents 
renewals by about 5% of one year’s 
premiums on a discounted basis of 
which anything above 114 points would 
have to be payable as security bene- 
fits; give general agents an extra 
overriding of 5%, subject to a sliding 
scale limitation if the general agent’s 
personal production exceeded: 50% of 
the agency’s production; permit com- 
panies to pay training allowances; per- 
mit companies to pay additional com- 
pensation to a new general agent in a 
hew agency; extend to the end of 1953 
the temporary additions which were 
added to the expense limit factors in 
1948; increase for 1953 only the ex- 
pense allowance on monthly debit or- 
dinary insurance, and add a penalty 
clause permitting the superintendent to 
impose and levy fines against compa- 
nies for violations of 213 without hav- 
ing to go into court or invoking the ex- 
treme penalty of license revocation. 
__The department has estimated that 
if all companies were to take advan- 
tage of the new provision to the maxi- 


MacArthur Buys 
Sterling Ins. Co. 


Louis A. Breskin, president and 
chairman of Sterling Ins. Co. of Chi- 
cago, has resigned both positions and 
on March 2 sold his personal stock 
holdings to John MacArthur, president 
of Bankers Life & Casualty. Mr. Bres- 
kin’s holdings were not control, but 
Mr. MacArthur has since’ bought 
enough stock of Sterling that was held 
in trust so that he has gained control. 

The price paid for the Sterling stock 
was $17.50 a share. Sterling’s stock 
has a book value of about $10.00 a 
share. 

Mr. MacArthur has stated he has no 
intention of merging Sterling with 
Bankers L, & C., adding that he pur- 
chased the stock strictly as an invest- 
ment. Mr. Breskin, it is reported, a 
short time ago was negotiating a possi- 
ble merger of Sterling with Constitu- 
tion Life of Los Angeles, of which Mr. 
MacArthur also has control. 

It is Mr. Breskin’s intention to devote 
his time to other business interests, 
and to set up a foundation to aid in 
medical research, in which he will take 
an active part. 

On Dec. 31, 1952, Bankers L. & C. 
acquired $1 million in annual premi- 
ums of life business from Sterling in 
exchange for $9 million of Bankers’ 
A.&H. premiums. The agreement called 
for Bankers to collect premiums and to 
service the A.&H. business it traded. 
Mr. Breskin founded Sterling in 1929 as 
an accident only company. It is now 
licensed in 24 states selling life, A.&H., 
hospital and medical. 

Assets of Sterling as of Dec. 31, 1952, 
were -$8,395,952, a gain of $528,594. 
Capital was $1 million and surplus to 
policyholders $4,034,124, the latter a 
decrease of $394,794. The company in 

CONTINUED ON PAGE 19 





mum extent possible, the added cost 
would be about 75 cents for each $100 
of first-year premiums. 


New Table Indicates 
Retirement Reserve 
May Be Inadequate 


A new mortality table for judging the 
funding adequacy of private retire- 
ment plans developed by Ray M. Pe- 
terson, 2d vice-president and associate 
actuary of Equitable Society, is at- 
tracting wide attention in the ranks of 
personnel and pension trust execu- 
tives as well as among actuaries. An 
18-month study of group annuity ex- 
perience by Mr. Peterson led to the 
compilation of the new table. 

The principal findings of Peterson’s 
Mortality Table are that life expect- 
ancy is greater than provided for by 
earlier mortality tables and conse- 
quently many private retirement plans 
need to be reexamined to insure that 
their reserves are adequate. For ex- 
ample, the new mortality table, based 
on average actual intercompany group 
annuity experience for the years 1946- 
50 (confirmed by 1951 experience), 
taking into account continued im- 
provement in future mortality rates, 
shows that of a group of 1,000 males 
aged 35 and actively employed this 
year, 833 may be expected to survive 
to age 65. This compares with older 
annuity tables now in use as follows: 
Combined annuity table, 685; standard 
annuity table, 718; standard annuity 
table set back two years, 752. 

The study further showed that when 
these 833 reach age 65 in 1983, they 
will have an average life expectancy 
of 16.75 years still ahead of them. Ear- 
lier mortality tables put this figure at 
approximately 13 to 14% years. An 
important factor in Equitable’s re- 
search on longevity was the realiza- 
tion that previous mortality tables used 
in pension calculations failed to give 
adequate recognition to increasing lon- 
gevity. 

The life expectancy of persons cov- 
ered by private retirement plans is 
greater than that of the general popu- 

(CONTINUED ON PAGE 19) 
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Bulletins... — 








Court Upholds 2% Tax on Mo. Insurers 


The Missouri supreme court has held that Missouri’s 2% premium tax on 
premiums of domestic life companies is constitutional... The decision upheld a 
ruling by the circuit court at Jefferson City in an action brought by Missouri 
Ins. Co. of St. Louis. The supreme court previously had held unconstitutional 
the provision that the state should collect the 2% tax “in lieu of all the excise 
taxes, taxes on real and tangible personal property, taxes on income, franchises 
and license taxes,” and this suit attacked the constitutionality of the entire 


section. 


Southwestern Life Goes Over $1 Billion Mark 


President James Ralph Wood of Southwestern Life announced this week on 
the day of the company’s 50th anniversary that its life insurance in force passed 


the $1 billion mark. 


Quality Business Small Company 3rd Day Topic 


The final day’s session of the L. I. A. M. A. small companies meeting at Chi- 
cago March 16-18 will be devoted to quality business. 

Speakers will be Edwin A. Phillips, vice-president and superintendent of 
agencies of Standard of Oregon, discussing “Compensating for Quality Busi- 
ness;” Lee Cannon, agency vice-president of Western Life of Montana, “Train- 
ing for Quality Business,” and Burkett W. Huey, assistant director of company 
relations of L. I. A. M. A., “What’s Par for Me.” 

At the opening session of the conference the L. I. A. M. A. president, Grant 
L. Hill, vice-president and director of agencies of Northwestern Mutual, will 


speak. 


Fluegelman Further 
Clarifies N.A.L.U. 
Stand on Brokers 


Restates Cordial Attitude 
Toward Qualified General 


Writers in Life Field 

NEW YORK—President David B. 
Fluegelman of National Assn. of Life 
Underwriters, in the course of his talk 
at the New York City sales congress 
Thursday, further clarified the attitude 
of N.A.L.U. and himself on the sub- 
ject of brokers doing a life insurance 
business. This matter was the basis of 
correspondence, reported in the trade 
press several weeks ago, between Pru- 
dential Manager Gerald A. Eubank, New 
York City, and Mr. Fluegelman. Mr. 
Eubank questioned whether certain of 
Mr. Fluegelman’s references in talks at 
the annual meetings of L.I.A.M.A. 
and Life Insurance Assn. of America 
were consistent with N.A.L. U.’s offi- 
cially friendly attitude toward general 
insurance men writing life insurance. 

Following is the text of Mr. Fluegel- 
man’s statement Thursday: “It is ap- 
propriate that, before the New York 
City association, which has a number of 
broker members, I have the oppor- 
tunity to clarify certain references I 
made to brokers in talks at the annual 
meetings of L.I.A.M.A. and Life In- 
surance Assn. of America. Unfortu- 
nately, these references have been 
either misunderstood or misinterpreted 
in some quarters. Some brokers have 
apparently felt that I was speaking dis- 
paragingly of brokers in general. For- 
tunately, I am confident that the great 
majority of my listeners did not con- 
strue it that way. To set the record 
straight, it would be well to state what 
I did say and what I did not say. 

e e e 

“TI did not say that general insurance 
brokers were ineligible for member- 
ship to N.A.L.U., despite the query 
which was thereafter raised. ‘Are not 
brokers acceptable to N. A. L. U.?’ 
Permit me to state emphatically at this 
time that brokers are not only accepta- 
ble to membership but are most cor- 
dially invited to become members of 
N.A.L.U. Particularly in New York 
City it is regrettable that such a great 
number of these brokers have not seen 
fit to make application for membership 
and have thus been deprived of the 
privileges and benefits attendant upon 
such membership. 

“I did state that the placing of busi- 
ness by brokers who are completely 
unqualified is not in the best interests 
of the business and of their clients. I 
still believe this. There was no infer- 
ence that all or most brokers were un- 
qualified. I was merely referring to 
those brokers who grasp an occasional 
case that falls in their laps and have 
no thought of becoming qualified life 
insurance advisers or rendering a con- 
tinuing service to their life insurance 
policyholders. That type of operation 
reflects not only upon the brokers, but 
upon every career underwriter who de- 
sires to raise the standards of his pro- 

(CONTINUED ON PAGE 20) 
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Year End Company Statement Recaps 
Continue to Show Across Board Gains 


BALTIMORE LIFE 

Assets of Baltimore Life increased 
$3,289,350 in 1952, reaching a new high 
of $46,237,405, according to President 
Albert Burns. Policyholders’ surplus 
reached $2,337,806. In addition, there 
is a contingency reserve of $725,000. 

Income of $9,583,118 represented a 
new high. Interest earned on invested 
assets was 3.23% and 3.03% after in- 
come taxes. 

Life insurance in force totaled $242,- 
55,403, up from $232,619,192. Payments 
to policyholders and beneficiaries 
amounted to $2,867,223, bringing total 
such payments since the company’s 
beginning to $64,032,055. 


BANKERS LIFE, NEBRASKA 

Bankers Life of Nebraska had new 
business in 1952 of $54,644,498, a 13% 
increase. Insurance in force now totals 
$341,339,669, as against $308,697,358 a 
year earlier. 

Payments to policyholders and bene- 
ficiaries amounted to more than $2,- 
785,000. 

Assets increased a record $5,586,050 
to total $74,760,233. The policyholders’ 
and contingency reserves increased to 
a ratio of 9.22% of total assets. 

The average rate of interest return 
was 3.50% and mortality experience 
averaged $4.74 per thousand of life 
insurance in force. 


CENTRAL STANDARD LIFE 

Central Standard Life assets at year 
end were $87,254,746, a gain of $2,743,- 
993. Surplus to policyholders increased 
to a new high of $8,881,000. 

Insurance in force reached the record 
amount of $345,696,289, compared with 
$296,279,465. 


INDIANAPOLIS LIFE 

Indianapolis Life in 1952 recorded 
the largest volume of new business 
ever, according to Walter H. Huehl, 
president. Production totaled $31,963,- 
205. 

Insurance in force rose to $275,002,- 
557, a gain’ of $16,602,382. Assets 
climbed to $77,584,183, while surplus 
rose to $5,832,225. 

Benefit payments of $3,412,244 con- 
stituted another record. Benefit pay- 
ments made since the company’s origin 
surpassed $50 million. 

Net return on investments was 3.49% 
before federal income taxes, and 3.29% 
afterwards. 


NATIONAL GUARDIAN LIFE 

A new high in sales of $19,325,278 in 
1952 raised National Guardian Life’s 
insurance in force to $142,650,096, ac- 
cording to Richard Boissard, president. 

Assets increased $2,758,160, bringing 
the total to $33,967,636. After deduct- 
ing investment expenses, the net rate 
of return was 3.28%. Surplus increased 
from $2,139,000 to $2,413,549. 


oe 


PROTECTIVE LIFE 

Numerous noteworthy accomplish- 
ments were recorded in 1952 by Pro- 
tective Life, according to William J. 
Rushton, president. Principal among 
these were a gain in insurance in force 
te a total of more than $473 million and 
a year-end assets figure exceeding $50 
million. 

Payments to policyholders of $6,609,- 
662 made a total of more than $110 


million either paid to policyholders or 
invested for their benefit since the 
company was organized. 

Reserves for the protection of policy- 
holders were increased by $3,982,779 
to a total of $42,060,784. 


PRUDENTIAL 

Prudential reports it led all com- 
panies in total new business for the 
third consecutive year. New paid for 
life insurance amounted to $4,255,000,- 
000. Life insurance in force at the end 
of 1952 amounted to $39,109,000,000, an 
increase of $2,807,000,000. 

Total assets were $10,219,000,000, up 
$682 million. Investment return was 
3.22%, an increase of .14%. Before fed- 
eral income tax, the interest rate was 
3.42%, the best since 1939. 

Payments to beneficiaries and poli- 
cyholders totaled $727 million, a new 
company record. The number of poli- 
cyholders increased to more than 28,- 
500,000. 

Investment in bonds and_ stocks 
amounted to $606,314,000 at a 3.75% 
rate. This was the highest effective 
rate since 1934. The volume was second 
to the 1951 record of more than $639 
million. 

Mortgage account cash disbursements 
on city, farm, and business properties 
totaled $614 million at an average rate 
of 4.39%. Prudential’s account totaled 
$4,151,000,000, an 8.5% increase over 
1951, 

Lapse rates on policy, slightly higher 
than 1951, continued at the relatively 
low levels of recent years. 

Group life sales were $1,038,000,000. 
Group A.&H. and group annuity sales 
were up. Ordinary totaled $1,883,000,- 
000 in 1952; monthly premium life to- 
taled $708 million; weekly premium 
declined 10% to $500 million. 

Cash income totaled $1,786,000,000, 
some $139 million above 1951. Higher 
premium income and better investment 
return accounted for the increase. Dis- 
bursements were $1,127,000,000. Taxes 
totaled $50 million and expenses $284 
million. 

Shanks said that since Prudential en- 
tered the individual A. & H. field in 
June, total sales of 34,481 policies with 
about $3 million of annual premium 


have been reported. This record is in P 


spite of the fact that many district 
agents are not selling the policies be- 
cause the company and the agents’ 
AFL union have not reached an agree- 
ment. 

Mortgage financing continued strong 
during the year, he reported. However, 
Prudential was forced to place the va- 
rious regional mortgage loan offices on 
a disbursement quota because the in- 
vestable funds were limited in relation 
to the demand. The curtailment, the 
first in the company’s history, afforded 
it an opportunity to greater selectivity 
which resulted in improved rates of 
interest. 


WESTERN LIFE, MONTANA 

Assets of Western Life of Montana at 
the year end were $53,604,447, com- 
pared with $47,901,618 a year earlier, 
according to R. B. Richardson, presi- 
dent. Surplus to policyholders increased 
from $4,216,585 to $4,500,665. In addi- 
tion, there is a $800,000 reserve for 
asset fluctuation. The company’s home 
Office is included in assets at a valua- 


tion of only $1, whereas its present 
value is $407,500. 

Insurance in force increased to $238,- 
328,790, as against $215,178,513. Pay- 
ments to policyholders and benefici- 
aries since organization now total $79,- 
125,014. 


AFL Opposes Bill 
for Six Prudential 


s a aa 
“Public Directors 

TRENTON—The bill introduced by 
Majority Leader Thomas to change the 
present system of electing directors 
of Prudential so as to include six di- 
rectors representing the public has 
run into opposition from the state AFL 
organization, on the ground that while 
announced as a move to democratize 
the company, “it is in fact just the 
opposite.” 

The bill, favored by Prudential, 
would bring back the plan of having 
‘public directors” that was in effect 
up to 1949, for more than 40 years. 
The new bill would provide for six 
public directors instead of the three 
which the old system called for. The 
public directors would have some re- 
sponsibilities beyond those of regular 
directors. For example, as at present, 
the board of directors would continue 
to file a list of director candidates but 
if a majority of the public directors 
felt that the policyholders and public 
were not adequately represented, addi- 
tional machinery would be provided 
for setting up another slate of candi- 
dates. 

This slate would be picked by a 
committee of policyholders named by 
the insurance commissioner at the re- 
quest of a majority of the six public 
directors. The bill would raise the 
number of directors from 16 to 23 and 
make the president a director ex-offi- 
cio. The bill has considerable support 
and predictions are that it will go 
through in spite of the AFL opposition. 
The six public directors would be ap- 
pointed by the chief justice of the New 
Jersey supreme court. 








Drop Two Other Fraud Cases 


Against Los Angeles Agents 


LOS ANGELES—Following the jury 
verdict absolving Lloyd Steadman and 
John H. Drummond of fraud and mis- 
representation in the case involving 
sale of life insurance on the bank-loan 
plan brought by O. F. Collinge and his 
wife, Geraldine, two other actions 
ae the life agents have been drop- 


Besides Messrs. Steadman and 
Drummond, Prudential and Crown Life 
also had been made defendants to the 
actions now dismissed which were 
brought by the same plaintiffs. 


Would Raise Missouri Limit 

A bill in the Missouri legislature that 
would increase the maximum amount 
of industrial life insurance that coula 
be written under one policy by Mis- 
souri insurers from $500 to $1,000 was 
given a public hearing by a senate 
committee Wednesday night. Missouri 
companies are greatly handicapped by 
the present limitation of $500. New 
York companies can write up to $1,500 
in Missouri and many states impose no 
maximum on their companies. 








PAUL WILLIAMS DETROIT HEAD 

Paul T. Williams of Mutual Benefit 
H. & A. was elected president of De- 
troit Assn. of A. & H. Underwriters at 
the annual election Monday. 





e R.S. Macfarlane, president of North- 
ern Pacific Railway, has been elected a 
director of Minnesota Mutual Life. 


LAA Eastern Roads 
Table Events Listed 


The program for the eastern round 
table of Life Insurance Advertisers 
Assn. April 9-10 features discussions 
of publicity, advertising agency as a 
supplementary department, sales cam. 
paigns and contests and the life insur. 
ance advertisers’ place in recruiting. 

Thursday morning there will be a 
presentation of the institute film, “Be. 
tween Friends”, and a policyholders’ 
relations workshop conducted by (C. 
Russell Noyes, Phoenix Mutual, and 
Hess T. Sears, Equitable of Iowa. Mil- 
ton J. Goldberg, actuary on the staff 
of the agency vice-president of Equit- 
able Society, will speak at the lunch- 
eon. 

Thursday afternoon there will be 
two concurrent round tables: The one 
on publicity will include Joseph M, 
McCarthy, Union Labor Life public 
relations director; Robert J. Sullivan, 
Edward Gottlieb advertising agency 
account executive; and John Tierney, 


of Travelers publicity department; the 


other on the advertising agency as a 
supplementary department will in- 
clude Richard I. Miller, Union Mutual 
director of sales promotion; and Har. 
old Cabot, president of Harold Cabot 
& Co., Boston. 

Friday morning’s concurrent round 
tables will discuss sales campaigns 
and contests and the life advertisers’ 
place in recruiting. Members of the 
first are Gordon Hull, Mutual Benefit 
Life director of sales services, and 
H. M. Winton, U. S. Rubber director 
of personnel and training. Members of 
the second are Kenneth L. Brooks, 
Prudential associate director of pro- 
motion; Ralph H. Rice, Prudential, 
Philadelphia; and Lewis C. Sprague, 
Provident Mutual general agent at 
New York City. 

Henry Obermeyer, vice-president of 
the Bozell & Jacobs advertising agen- 
cy of New York City, will speak at 
the closing luncheon. 





L’Estrange to Universe Life 


as Executive Vice-president 


_G. A. L’Estrange has resigned as 
vice-president of United American 
Life of Denver to become executive 
vice-president of Universe Life of Car- 
son City, Nev., which has its adminis- 
trative offices at Reno. 

Universe was organized by officials 
of Illinois Commercial Men’s Assn. 
of Chicago, which owns all of the 
$195,000 preferred stock, out of a to- 
tal capitalization of $200,000. It showed 
a surplus of $90,037, Dec. 31, 1951. 

While executives of I.C.M.A. have 
kept in close touch with the affairs 
of the company from Chicago, the ac- 
tual operation at the home office has 
been in the hands of a group of local 
men. It was organized to write life 
and A. & H. but has not been especial- 
ly active so far. Most of the business 
has been written by mail, which is 
the basis on which I.C.M.A. operates. 
It is licensed in Illinois and Nevada 
but very little has been done toward 
building up an agency force and it is 
understood that Mr. L’Estrange’s entry 
into the picture is primarily with that 
end in view. Before going to Denver, 
he was for many years with Wisconsin 
National Life and is well known in the 
central west. 





B. M. A. Offers New Life Plans 

Business Men’s Assurance has intro- 
duced new special whole life and 20- 
payment life policies with a minimum 
of $2,500. Illustrative premiums, non- 
participating, for the whole life plan 
are: Age 25, $15.16; age 35, $21.25; age 
45, $31.22. Illustrative rates for the 20- 
payment life plan are: Age 25, $26.83; 
age 35, $32.96; age 45, $41.74. 
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Study Formation 
of New England 
Manager Group 


Representatives of the seven New 
England general agents and managers 
associations met in Boston recently to 
explore the pros and cons of establish- 
ing a New England area association. A 
committee was formed to study the 
proposal and will report its conclusions 
at the New England Management Con- 
ference at Swampscott on May 7. 

Judd C. Benson, Union Central, Cin- 
cinnati, secretary of the General Agents 
& Managers Conference of the Nation- 
al Assn. of Life Underwriters, and 
Lawrence W. Jackson, N.A.L.U. associ- 
ate director of field services, attended 
the meeting to assist with the program. 

Mr. Benson said that an area associ- 
ation would have several functions. 
Because many prospective recruits fail 
to come into the business today, the 
managers’ conference should cooperate 


' with the companies to improve this 


situation and to inform recruits of the 
attractive positions available. 

Because agencies are being called 
upon to render unusual services to the 
public that were not contemplated 
when present compensation schedules 
were devised, Mr. Benson said that it 
becomes important for general agents 
and managers to be able to carefully 
consider the services to be rendered 
and the expenses connected with those 
services so that the group may present 
a collective point of view to the com- 
panies and insurance departments. 

General agents and managers can 
best help themselves through cooper- 
ative educational ventures in which 
they share their experiences and their 
plans for future development of agency 
management, he said. 

Mr. Benson opined that as general 
agents and managers become better 
acquainted by working on common 
problems in area and state associations, 
cooperation will gradually replace com- 
petition. 

If a New England area association is 
established, it could become a model 
for the establishment of other area and 
state associations. Mr. Benson praised 
} the annual New England management 
conference. He said that it is desirable 
that the area benefiting from the con- 
ference should share the responsibility 
of its management and promotion. 

Mr. Benson noted that several lead- 
ing universities which offer insurance 
courses are located in the area. He 
said it would be important for a New 
England area association to establish 
and maintain a fine relationship with 
these schools. 

Lawrence E. Olson, Prudential, Bos- 
ton, president of the Boston managers’ 
association, was chairman of the meet- 
ing. Robert B. Pitcher, John Hancock, 
Boston, immediate past president of 
the Boston group, was one of the spon- 
sors of the meeting. W. Eugene Hays, 
a England Mutual, Boston, former 
thairman of the joint institutional ad- 
visory committee on agency manage- 
ment training of N.A.L.U. and L.I.A. 
MA., assisted with the preparation of 
the meeting. 

Mr. Pitcher felt that since there were 
mly three associations in Massachu- 
“tts and seven in New England, it 
Would be better to establish an area 
sociation rather than a state group. 

The representatives of the seven New 
England associations favored the for- 
Nation of an association and it was de- 
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cided that they would present the idea 
to their associations, which would con- 
sider it before the Swampscott meet- 
ing. Meanwhile, a committee will also 
study the matter and report at the 
same meeting. 

Committee members are Erle B. Ren- 
wick, Phoenix Mutual, Portland; John 
S. Gaines, New York Life, New Haven; 
Everett Merrield, Paul Revere, Wor- 
cester; Franklin F. Pierce, Mutual 
Benefit, Springfield, Mass.; Walter C. 
Barney, Bankers National, Providence; 
Mr. Pitcher; and Gordon L. Prior, Man- 
ufacturers Life, Hartford. 


Pa. Bill Would Give Debit 


Agent Unemployment Pay 


HARRISBURG, PA.—A bill to in- 
clude industrial agents under Pennsyl- 
vania’s unemployment com pensation 
laws has been introduced in the house 
and referred to its committee on work- 
men’s compensation. 





Hear Doyle at Milwaukee 


Clinton Doyle, regional superintend- 
ent of agencies of Loyal Protective 
Life, spoke on “What Spells the Dif- 
ference in Salesmen” at the March 


luncheon meeting of A. & H. Under- 
writers of Milwaukee. Plans were un- 
dertaken to attend the International 
convention in Chicago next July in a 
group. The association is also promot- 
ing the nomination of E. H. “Count” 
Mueller for the Harold R. Gordon 
Memorial Award. ‘ 

Announcement was made that 
Charles B. Stumpf, Madison, past In- 
ternational president, is active in for- 
mulating the Disability Insurance 
Sales Course at the University of Wis- 
consin April 8-10. The DISC is spon- 
sored by Wisconsin Assn. of Life Un- 
derwriters, Wisconsin Assn. of A. & H. 
Underwriters and the university. 








LIFE INSURANCE SOLD IN 1952 


$400,510,694 


Ordinary ..... $328,705,529 
Group.......$ 72,105,165 


Increase of $50,989,022 over 1951, previous all-time high 


LIFE INSURANCE IN FORCE, DECEMBER 31, 1952 


$3,024, 501,430 


Ordinary .... . $3,366,619,827 
Group.......$ 258,181,603 
Increase of $251,508,280 over 1951, previous all-time high 


SOME GOOD REASONS FOR THIS FINE RECORD! 


the excellent morale of our field force 
the realistic leadership of our general agents 

the field-mindedness of our Home Office 

the wide range and quality of our policy contracts 
liberal underwriting practices 
our comprehensive training program for agents 


top-flight promotional material—direct mail, 
sales aids, national ads 


We write personal life insurance and annuities for men, women, and 
children, business life insurance, pension trusts, and all forms of group 
insurance. We are licensed in every state and the District of Columbia. 


_Jassachusel Mutual 


ORGANIZED 1851 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — operated for them 
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Follmann Says Some 
A. &H. Ads Destroy 
Public Confidence 


A. & H. insurance will not enjoy the 
high opinion of the public which it de- 
serves until the level of the advertising 
methods occasionally used have been 
elevated in their general standards, 
said J. F. Follmann, Jr., general mana- 
ger of Bureau of A. & H. Underwriters. 
A. & H. companies should use respon- 
sible advertising techniques, he said. 

eo es e 

Mr. Follmann, who spoke at the sales 
congress of Western New York A. & H. 
Assn. at Buffalo, said that high pres- 
sure salesmanship does not belong in 
A. & H. insurance. Only practices de- 
voted to the sincere desire to serve and 
serve well should be permitted. In par- 
ticular, the agent should fully explain 
the policy coverage and any limitations 
or exclusions. 

The extent to which the producer 
fulfills his responsibility is in many 
ways influenced by the company, par- 
ticularly by the quantity and quality of 
the training which the company gives 
its agents, he said. The company must 
go beyond the point of merely training 
the agents in sales techniques. The 
agent must have a sound understand- 
ing of coverages and principles of in- 
surance. The agent must be instilled 
with a high sense of ethics and respon- 
sibility. 

e e o 

Advertising should contain neither 
fraudulent nor false inferences. Some 
companies might do well to reconsider 
their advertising programs. “We are all 
familar with a certain type of advertis- 
ing of A. & H. insurance through radio, 
magazines and newspapers which in- 
stinctively cheapens our impression of 
that form of insurance,” Mr. Follmann 
declared. 

Mr. Follmann said that it estimated 
that there will be 95 million persons in 
the U.S. protected by some form of vol- 
untary pre-payment protection against 


Figures from Life Companies’ Year-End Statements Shown 








Total 
Assets 
$ 
American Life, Ala. 9,272,706 
Bankers Life & Cas. 51,085,626 
Bankers Mutual ........ 4,236,698 
Beneficial Life, Utah 968,91 
Berkshire Life ....... 140,066,834 
Companion Life, N.Y. 2,223,766 
Confederation Life ... 276,185,934 
Continental Assurance . 241,118,731 
Country Life, Chicago .............. 81,601,497 
Durham Life, N.C. ........ceeeeee 44,610,159 
Farm Bureau Life, Mo. .............- 608,33 
Farmers & Traders __ ly AO 29,591,907 
ES eer errr 21,182,799 
Gov. Personnel Mutual, Tex. ......... 385,845 
Guarantee Reserve, Col. ...........0+ - 4,898,006 
Guarantee Reserve, Ind. ............ 4,270,240 
Independence L.&A., Ky........ee0% 1,637,780 
TEE: chevcness 0 t000vebneeees 367, 
Jefferson Nat’l., Ind. ........eeeeee 9,632,505 
ee Serer rere 79,869,639 
Mass. Mutual Life ..........-.++0.- 1,564,065, 796 
Monarch Life, Can. .......-.--e00ee 2,689,980 
Mutual Benefit Life ..............-- uy 427,260,010 
National Guardian Life, Wis. ... 33,967 ’ 
National Old Line, Ark. ..... ; 7,689,449 
New World Life, Wash. - 27,689, 
North American Accident ... . _ 24,221,216 
North American Life, Can. . . 170,321,411 
North American Reassurance . 39,778, 
Northwestern Mutual ........ .2,909,967, 
Ohio Farm Bureau ......... 47,050,422 
Protective Life, Ala. ............... 50,430, = 
Security Mutual, N.Y. ............- 72,355, 
Supreme Liberty Life .............. 13, aaa Oot 
Teachers Ins. & Annuity ............ 363,416,633 
Be, Cle Wwe resegdérecsecessesecs 593. 
J ER eer 2,250,014,461 
SER. Scawuisnd <avaedesecee 12,677,8 
United States Life ..........00000e 56,070,187 
lestern Mutual, Ill. .......cceeeees 842,2 
Wisc. State Life Fund .............. 1,490,664 
ee ee we 1,175,042 
flonor Prot. Assn., Minn. .......... 27,468,454 
Knights of Columbus ..............- 90,030, 
Polish Roman Cath. Union .......... 32,305,209 
M ics, Junior, Pa. ....eeceeee ee. _ 9,447,718 
Woodmen of the World, Cal. ........ 20,550, 994 


Increase Surplus to New Ins. in Increase Prem. Benefits Total 
in Policy- Bus. Force Dec. In Ins. Income Paid Disburs, 
Assets holders 1952 31, 1952 in Force 1952 1952 1952 
$ $ $ $ $ $ $ 
1,038,076 1,095,034 42,034,273 $3,333,245 12,626,966 3,610,018 811,370 az pt 249 
13,970,953 8,393,858 139,977,140 265,186,085 126,965,333 72,627,709 889,867 73,484 
618,314 357,115 4,967,752 34,273,014 2,101,477 1,202,887 358,973! OTaae 
5,040,061 6,215,136 40,955,197 273,026,450 19,872,217 7,816,397 2,801,777 5,413,729 
8,094,713 6,500,567 46,131,055 422,770, 25,433,715 13,231,136 7,919,204 13,237,29 
445,088 1,300,005 — 30,044,161 67,734, 26,371,470 1,038,928 274,843 752,724 
978, 19,448,764 148, 1,305,797,863 1,184,829 34,796,108 17,073,228 30,274,133 
36,669,157 23,480,340 323,614,279 2,177,900,948 354,834,225 71,081,225 35,161,759 54,718,555 
10,438,959 7,838,691 67,282,262 531,143,039  48,329,57: 12,526,903 3,295,6' 6,337,489 
5,147,404 8,131, 693,588 227,484,903 14,763,003 8,096,673 1,971,845 842,115 
202,691 171,563 3,839,213 16,525,382 3,013,613 390,938 44,791 166,037 
2,434,881 1,695,226 2,945, 129,326,126 8,073,137 3,249,831 1,034,732 2,245,089 
1,965,864 2,018,396 33,368,662° 126,273,064 26,496,495 2,263,21 989,0 2,200, 
1,798,905 14, 31,794,375 83,314, 12,630,796 3,148,356 579,916 1,553,434 
690, 27, 252,591 52,239,575 8,683,834 2,128,163 695,225 1,818,919 
934,398 1,219,391 14,530,354 34,859,1 1,548,374 389,412 1,512,968 3,661,787 
556, 61,132 8,051,437 9,881,0: 6,559,845 2,050,944 692,871 1,643,500 
2,549,628 1,410,521 4,413. 157,247,469 366, 3,298, 7,666 1,469,214 
1,262,630 »783,155 4,244, 81,876,784 8,512,82: 2,907,355 992,456 2,091,656 
13,111,684 7, 325,142,996 _ 927,584,863 105,620,052 2,591, 866,793 32,276,7% 
92,221, 91,333,163 400,810,694 3,624,801,430 251,508,280 127, 343,735 79,870,529 205,182, 
3,293, 4,332,074 33,629, 7525 "3055 18,824,676° 4,605,80: 1,873,042 4,030, 
68,876,75! ,081,610 277,932,830° 3,247,812,166 149,685,440 115,409,748 77,664,747 127,212,.9% 
,758,160 2,513,549 1 642,580 650, 11,502,305 3,973,261 1,364,553 770, 
1,672, 540,10 36,476,970 93,450,937 27,404,143 3,253,157 233,737 3,370,97 
1,778,571 1,832,602 14,002,857 120,070,052 4,935,939 3,150,309 1,343,885 840; 
2,155,408 3,866,117 5,359, 105,443,125 9,477,115 12,329,176 5,066,169 12,412.87 
14,356,371 8,426,982 107,981,053 670,962,294 ,080, 904,226 9,010,488 5,373,110 
2,092,846 9,596,190 1. 0,455,200 _ 540,276,8 748,71 048,76. 4,061,440 172,75 
162,062,782 188,639, 19,387,385 6,886,833,4: 326,107,279 255,676,692 157,565,838 251,308,287 
8,622,998 5,449,625 143,309, 4214 —570,332,1 085, 2,886,227 6,249, 9% 
4,714,093 3,889,578 3,297,60 473,807,204 43,245,050 12,110,576 6,692,915 9,337,208 
5,893,411 3,730,041 53,131,746 347,948,523 38,254,497 16,046,101 8,470,645 14,029, 
1,331,640 2,454,957 27,487,435 118,518,459 4,852,722 3,691,172 910,916 10,789, 
33,183, 11,396,446 7,012,661 160,535,250 14,903,191 31,550, 4 10,827,536 43,240,448 
541,719 283,403 4,065,184 16,766,161 14,372,087 1 74,561 1,023,986 
149,538,204 237,515,021 900,730,312 12,638,483,219 1,251,655,585 192, 414, Bor 139,097,384 193,9825¢ 
1,433, 3,095,896 22,899,445 843, 098, 4,126,847 1,073,195 4,157,313 
6,592,412 3,714,952 60,435,480 533,495,739 —21,433,105 18,890,877 10,393,942 20,386.04 
13,360 54,21 1,652,4645 397,666 814,395 186,758 bog 105 268,84 
89,071 348 371.000 4,864,885 290,285 005 167,059 
824 1,126, vualenaiis 6,007,400 2,874,900 69,147 48.250 77,20 
1,006,731 6,501,908 5,492,750 75,678,377 1,752,557 1,603,385 1,018,917 1,709,133 
5,332,195 9,499,071 37,509,277 402,800,096 18,603,248 9,091,114 5,494,631 9,251,024 
.381,777 716, 5,061,350 98,173,645 ,797, 2,523,079 1,684,840 2,353,5% 
223, 294 283 1,309, 22,549,419 ...... 700,955 653,034 1,070,457 
64,4 806,849 5,653,847! 47,912,317 204,361 1,321,392 1,549,970 2,358,809 


(1) Includes $61,685 special premium credit paid from contingency reserve. (*) New business figures include $7,132 of revivals and increases for 1952 and $53,000 fr 


1951. (2) New business figures include $905,740 of revivals and increases for 1952, the latter part of = 748,576 reinsured from Guardian International. 
(7) On cash basis. (%) Includes group insurance issued in 
(°) New business or include $17,402,297 of revivals and eel for 1952 and $14,567,891 for 1951. (7°) New business figun: 


ferred annuity volume of $2,387,582. 
nection with 1947 retirement plans. 


poner Ry $1,768,900 of revivals and increases for 1952 and 
figures include $408,200 of revivals and increases for 1951. (15) Includes al investment and expense contingencies and unassigned funds. 


(5) Includes DAV of $14,840,1 


41. (*) Includes DAV of $991,1) 


(4) Includes é 


Con 


$2,086,600 for 1951. (14) New business figures include $11,208,060 of revivals and increases for 1952 and $4. 
102 for 1951. (4%) Excludes A. & H. premiums. (7°) New Seolenes. figures include $2,500 of revivals and increases for 1952 and $11,135 for 1951. (44) New we 


business figures include $291, 137 of revivals for 1952 and $315,761 for 19: 


(46) Decrease. (/7) NN 








hospital expenses, 77 million against 
surgical expenses and 40 million a- 
gainst income loss. 

Premiums paid amounted to more 
than $1,750 million and benefits ex- 
ceeded $1,100 million. Workmen’s com- 
pensation payments were $1,016,000,- 
000. Medical payments insurance writ- 
ten in conjunction with automobile 
liability insurance totaled $13 million. 


D. C. Conference Planned 


on the staff of the vice-president 


Equitable Society, on “Some Observa 


of 


General Agents and Managers Assn. 
of Washington, D.C., will sponsor an 
area conference at Shoreham hotel 
March 19. Robert V. Hatcher, president 
of Atlantic Life, will talk on “Problems 
of Recruiting’; Ward Phelps, director 
of field relations of Mutual Life, on 
“What Has Proved Profitable in Train- 
ing”; and Milton J. Goldberg, actuary 


tions on Agency Management from the 
Viewpoint of the Actuary.” Raymond 
H. Godine, Continental American, is 
conference committee chairman. 


eExpressmen’s Mutual Life has moved 
its home office to 60 Hudson st., New 
York City. The company’s former head- 
quarters were at 212 East 43rd st. 





Write to 
Cc. B. Barksdale, 
Supt. of Agencies 





PROTECT 








William J. Rushton 
Presiden! 
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*A General 
Agent must 
(1) Be a success- 
ful personal 

producer 

Have execu- 
tive capacity 
Be able to 
transfer sell- 
ing knowl- 
edge to new 
salesmen 












Serving the South 
Since 1907 





PROTECTIVE LIFE BUILDING 
BIRMINGHAM, ALABAMA 


Insurance i in Force over $475 Million 


GENERAL AGENCY OPENINGS IN 
Georgia 
Kentucky 


Tennessee 
Virginia 








PROTECTIVE LIFE offers 


@ A flexible top-commission General 
Agent's contract which allows you to 
utilize all of your managerial and pro- 
duction abilities. 

@ Continuous supervision and ad- 
vanced field training to all new 
agents you bring into the business. 
@ Effective visual presentation mate- 
rial on a variety of policy contracts 
which spurs new agents into imme- 
diate production. 

@ A prestige-building advertising 
and promotion program tailored to fit 
any situation. 



























~s || 2 











rch 13, 1953 
wn 
fits Total 
id Disburs, 
52 1952 
$ 
370 3,071, 
867 70, 873,484 = 
973! 760,08 
777 _ 5413/72 
204 13,237'2 
528 30,294 
274,133 
759 54,718,555 
604 6,337,489 
845 5,842.15 
791 166,037 
732 2,245,089 
023 2,200,688 
916 1,553,434 
225 1,818,919 
968 3,661,787 
B71 «1,643 ;5 
666 1,469,214 
456 2,091,6% 
793 32,276.74 
529 205,182, 4g 
042 4,030,256 
747 127,212,9% 
553 2,770,418 
737 3,370,972 
B85 2,840; 
169 §=12,412.87 
488 = 15,373,110 
440 7,172,715 
B38 251,308,287 
227 6,249, 9% 
915 9,337,298 
545 14,029.00 
916 10, 789,14 
536 ©6—- 43, 240,44 
561 1,023,9% 
384 193,982.56 
195 4,157,313 
942 20,386,004 
L05 268,846 
276 167,053 
250 77,2 
17 1,709,133 
31 9,251,024 
540 2,353,598 
)34 1,070,457 
70 2,358,809 
- and $53,000 fr 


(4) Includes @ 
nce issued in cor 
w business figur: 
or 1952 and $4. 
(44) New busines 
crease. (17) Ne 








resident of 
1e Observa- 
nt from the 
” Raymond 
merican, is 
man. 


» has moved 
on st., New 
ormer head- 
3rd st. 





S IN 





fers 


General 
, you to 








nd pro- 


nd ad- 
Il new 
iness. 
1 mate- 
yntracts 
imme- 


rtising 
d to fit 


March 13, 1953 


LIFE INSURANCE EDITION 


5 





Announce Speakers 
for U.S.Chamber 


Benefits Conference 


A nation-wide educational campaign 
on the basic issues of social security 
will be launched at a conference at 
the Drake hotel, Chicago, March 27, 
sponsored by the U. S. Chamber of 
Commerce, 25 state chambers of com- 
merce and Chicago Assn. of Commerce 
& Industry. Authorities on social secu- 
rity will outline the weaknesses in ex- 
isting federal programs for the aged 
and explore ways of correcting them. 

While bringing into focus the rea- 
sons why a fresh, fundamental ap- 
proach to social security is needed, the 
conference will provide an opportunity 
for a full discussion of the U. S. Cham- 
ber’s new social security policy, which 
would extend coverage to all working 
and all retired persons, including about 
5 million aged persons who never 
qualified for coverage and most of 
whom subsist on relief. This policy re- 
cently was approved by a 16 to 1 ma- 
jority in a referendum of chamber 
members. 

Dean H. Mitchell, chairman of the 
U. S. Chamber’s committee on social 
legislation, and president of Northern 
Indiana Public Service Co., Hammond, 
Ind., will preside at the morning ses- 
sion, which will feature discussions of 
the weaknesses in the federal program 
for the aged. The program includes: 
“Discriminations in Coverage,” E. J. 
Eberling, professor of economics, Van- 
derbilt University; “Dangers in Fed- 
eral Relief,’ D. Russell Bontrager, 
state senator, Elkhart, Ind.; “Unrealis- 
tic Financing,” Dorrance C. Bronson, 
vice-president and actuary Wyatt Co., 
Washington, D. C. 

Carl N. Jacobs, a vice-president of 
the U. S. Chamber and president of 
Hardware Mutual Casualty, 
Point, Wis., 
afternoon session, which will present a 
sound approach to federal old age ben- 
efits. It includes: “Guideposts to Cor- 
rective Action,” A. D. Marshall, man- 
ager employe benefits service depart- 
ment General Electric Corp., New York; 
“Why Universal Coverage?” Frank B. 
Cliffe, vice-president H. J. Heinz Co., 
Pittsburgh; 
Charles A. Siegfried, associate actuary 
Metropolitan Life; ‘The Chamber’s 
Proposal—Unified Approach,” Leonard 
J. Calhoun, attorney, 
houn, Washington, D. C.; “Call to Ac- 
tion,” William G. Caples, president In- 
land Steel Container Corp., Chicago. 


To Honor LOMA Director 


Frank L. Rowland, managing direc- 
tor, Life Office Management Assn., will 
be guest at an insurance office man- 
agement dinner March 18 in Kansas 
City, sponsored by Kansas City insur- 
dine men and University of Kansas 

i 
3 Theme of the dinner will be “Trends 
in Personnel Management in the In- 
surance Business.” 


Readying Planners Day Text 


NEW YORK—Transcripts of the es- 
tate planners day program sponsored 
by the New York City C.L.U. chapter 
will be distributed about the end of 
this month or early in April. About 
800 have been ordered so far. They 
are available at $1 a copy from Samuel 
L. en 501 Fifth Avenue, New York, 


? 


Probe “Kickback” in N. D. 


BISMARCK, N. D.—Hearings on a 
resolution urging an investigation of 
alleged kickbacks to a former North 
Dakota insurance commissioner have 


Stevens | 
will be chairman of the | 


“Why Pay-As-You-Go?” | 


Harter & Cal- | 


been wound up and part of the tran- 
. script will be turned over to the state’s 
attorney for further study. This will 
include testimony of a former insur- 
ance department employe who claimed 
a salary warrant issued in his name 
was cashed by someone else. The em- 
ploye said he did not work the month 
for which the salary warrant was is- 
sued and that no pay was due him. 


Will Handle Insurance 


George W. Schwaner, Jr., of Spring- 
field, who has just been appointed an 
assistant attorney general of Illinois, 
has been assigned to handle insurance 





matters. He is a graduate of North- 
western and University of Illinois law 
school and has held several state posts. 


Baltimore Life Revision 

All juvenile ordinary policies issued 
by Baltimore Life are in full face bene- 
fit at insured’s age six months. Prior 
to age six months benefits are $250 
for each $1,000 ultimate amount. 


Oshin, Carr Head Drive 


Clarence Oshin, Home Life general 
agent in New York City, has been re- 
named chairman of the life insurance 





division of United Jewish Appeal cam- 
paign. David A. Carr, general agent 
of Continental Assurance, has been 
named co-chairman. Mr. Oshin has 
been chairman for four years amd Mr. 
Carr was mobilization director last 
last year. 


West Coast Telephone Co. of Ever- 
ett, Wash., has sold $2,500,000 of deben- 
tures, 44% series due 1977, to four 
life companies. New York Life pur- 
chased $1 million, Mutual Life $75,- 
000, Massachusetts Mutual Life $600,- 
000 and Bankers Life of Nebraska 
$150,000. 
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TOP COMMISSION on 15 leading contracts. 
Long term vested renewals. Cash bonus 
and extra renewals to your agents for 
recommending new agents. 





ee 


ae »\ s 8 ¥ j 


‘ if 


Investigate ; 


with 


agents can't miss! 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


How: ‘Happy Can Y You 7 Be 


: You'll Never Know Until You. 
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The GOLDEN RULE COMPANY 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy-to- 
use Brain-Book and Brain-Kit. Your 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 


TERRITORIES: 
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THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Carl Mitcheltree, Pres, 


Ben F. Hadley, Vice-Pres. & Sup’t of Agents 


Opportunities open in 
linois, th 
Maryland Michigan, North ( 
Pennsylvania, 
ington, D. ¢ 


California, ior Talal 
ndiana, lowa, Kansas Kentucky 


Carolina, Ohio 
Texas, Virginia, Wash 


and West Virginia 
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PERSONNEL EXPERT’S VIEWS 





Calls Continuing Education of Supervisors 
Best Way to Combat Clerical Help Dearth 


The most effective answer to the 
ever-increasing difficulty of getting 
and keeping competent clerical workers 
is improved supervision through a con- 
tinuing program of education and 
training for those who do the immedi- 
ate supervising of these workers, ac- 
cording to Guy Fergason of Fergason 
Personnel, Chicago. Mr. Fergason spe- 
cializes in insurance placements. 

In many years of observing insur- 
ance company operations, Mr. Ferga- 
son has been repeatedly struck with 
the troubles that are due to faulty su- 
pervision, particularly at the lowest 
level. Equally impressive are the good 
results of the right kind of supervision 
of the rank and file of clerical workers. 

A key point about any training pro- 
gram, Mr. Fergason emphasizes, is that 
it must be continuing, or at least peri- 
odic, if it is to be worth anything. The 
trouble with most training, he points 
out, is that it starts off with much en- 


thusiasm and high hopes and actually 
does some good—but only temporarily. 
Most of what is learned is forgotten 
before it has had a chance to become 
a habit. Hence, the follow-up is vitally 
important. 

Mr. Fergason favors a series of two- 
hour weekly sessions for 10 weeks, 
followed by a four-week interval, and 
then another series for 10 weeks, and 
so on. 

One difficulty that Mr. Fergason has 
observed is that too often when a com- 
pany is successful in getting a bunch 
of bright, eager young workers it puts 
them under the supervision of someone 
who has little natural talent for either 
supervision or teaching, who is afraid 
of his job and resents anyone who 
looks like a “comer.” Such a supervi- 
sor badly needs to be shown how to 
manage his young charges if the com- 
pany is to get the most out of them 
and they themselves are not to be dis- 
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couraged and frustrated from the start. 

Morale comes from the top down, 
Mr. Fergason points out. If the clerical 
worker’s supervisor is a crusty charac- 
ter, soured on life, or just plain lack- 
ing in the know-how of teaching and 
supervision, morale will suffer, no 
matter how much the company may 
pay above the going wage. Similarly, 
with good morale factors, a company 
can pay somewhat less than the gen- 
erally accepted scale and still get and 
hold good personnel, though naturally 
there is a limit to the extent to which 
enlightened personnel policies can be 
expected to take the place of take- 
home pay. 


It isn’t in the cards, Mr. Fergason 
believes, for the clerical help shortage 
to improve very soon. He said it’s es- 
timated that about 3 million fewer 
babies were born during the depres- 
sion of the 1930’s and hence the popu- 
lation age group from which clerical 
workers are ordinarily recruited is ab- 
normally small. 

Added to this is the number of civil- 
ians employed in government, probably 
3 million more than 20 years ago, and 
some 2 million men under arms. Be- 
sides, there is the vastly increased need 
for clerical workers in industry rela- 
tive to the number of factory workers. 
This is due to the extra paper work 
needed because management wants 
more detailed information than it used 
to and government demands more in- 
formation, for various kinds of taxes, 
etc., that requires paper work on the 
part of corporations generally. 


Mr. Fergason estimates that 20 years 
ago industry needed one _ clerical 
worker for each factory worker. Ten 
years ago it was a one to 10 ratio and 
today it is about one to 3%. Only a 
relatively small part of this can be 
attributed to a greater use of automatic 
machinery reducing the number of 
factory workers needed as against 10 
or 20 years ago. 





Woodmen Up Gilbertson 


Donald E. Gilbertson, field represen- 
tative for Woodmen Accident and 
Woodmen Central Life and associated 
companies, has been appointed agency 
manager in eastern Kansas, with head- 
quarters at Topeka. Mr. Gilbertson 
has been with the company since 1947, 
has been a personal producer in South 
Dakota, and for the past 19 months 
a field representative in the east cen- 
tral states. 


Ben-Hur Has ‘52 Gains 


_ Assets of Ben-Hur Life during 1952 
increased $372,332 to a total of $20,- 
868,764. Net rate of interest earned was 
3.31% as against 3.27%. 

Income reached $2,087,779, with pay- 
ments to members being $1,275,464. 
This brings benefits and payments 
ge to a total of $58,- 








e Gordon Crosby, manager at Seattle 

for New England Mutual, and Lew 

Yount addressed Seattle Life Managers 

a on “The Needless Turnover of 
en.” 





e Edward E. Martin has been elected 
to the board of Boston Mutual Life. He 
is New England district manager for 
the Graybar Electric Co. 





e Canada Life has opened a branch at 
Sacramento, Cal., with A. J. Franklin, 
district manager, in charge. 


Huber Produces 
Slide-Film on 
Estate Planning 


Solomon Huber, Mutual Benefit Life 
general agent in New York City, has 
conceived and produced a slide film 
synchronized with sound, designed to 
explain to the layman the problems of 
inheritance taxes and estate shrinkage 
and how estate planning is able to an- 
ticipate and alleviate these problems. 

The film will be shown before mod- 
erate size groups of business men to 
impress them with the need of plan- 
ning their estates. The film describes 
the procedures of the Huber agency 
and stresses the philosophy of the 
agency, which is that the agency’s es- 
tate planing service is available to 
anyone without obligation. The agency 
prefers, of course, to write any life in- 
surance policies that may be needed by 
the prospect to protect his estate. 

Mr. Huber believes the film is the 
first educational film of its type and 
that it is the first time as small an or- 
ganization as his has undertaken such 
a project. The film is based upon 12 
years of experience and required more 
than two years of concentrated effort 
to produce. The files and experience of 
the agency’s agents were utilized in its 
preparation. 

It is considered an additional sales 
tool for the agency members. It will 
be available for showing by agency 
members at Kiwanis, Rotary, or other 
types of group meetings within the 
agency’s territory, which is metropoli- 
tan New York. 


Produced by Roger Wade, producer 
of an L.U.T.C. film, the 27-minute film 
contains 80-odd frames. Black and 
white photos and art work of policies, 
charts and estate planning material 
of the agency are shown. The sound 
track is recorded on a 18 inch 33% 
r.p.m. record. The pictures are changed 
by sound cue. At the proper time, a 
high-frequency sound on the record, 
inaudible to the audience, electronic- 
ally changes the picture. This type of 
cue insures synchronization of pictures 
and sound after the record and pro- 
jector are correctly started. 

The film will be promoted by word- 
of-mouth and by the agents circular- 
izing their mailing lists. Already the 
agency has a good number of book- 
ings for the film. Its reception at its 
preview was enthusiastic, and Mr. 
Huber believes that future audiences 
will be equally enthusiastic about the 
film. 

The showings are handled by agency 
members. After the film presentation 
is completed, the agents are prepared 
to handle a question and answer period 
about the film’s topics. 

The dangers of dying intestate, the 
insurance, the effect of taxes and the 
shrinkage of an estate through enforc- 
ed liquidation are depicted in clear, 
simple terms in order to impress the 
audience with the value of estate plan- 
ning and the services rendered in this 
field by the Huber agency. The agency 
hopes the film will introduce many 
business men, who previously had not 
been cognizant of estate planning, to 
the service. 





eErnest W. Potter, executive vice-pres- 

ident of Citizens Commercial & Savings 

Bank of Flint; William C. McMillan, in- 

vestment counselor and bank director 

of Detroit, and Harry Calcutt, attorney 

of Traverse City, have been elected di- 
rectors of Michigan Life. 
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May Combine Code 
Study with Benefit 
Probe in Ariz. 


A proposal to combine the resolution 
urging an investigation of Arizona 
benefit companies with a 12-month 
study of the suggested new state in- 
surance code apparently has a good 
chance of passage. 

The proposed code revision ran into 
trouble when an argument developed 
between the legal reserve life com- 
panies and the domestic benefit com- 
panies, and action has been postponed 
for this session. 

The investigation measure was in- 
troduced by Senator W. R. Pyper, an 


insurance man of Maricopa. It calls for | 


the attorney general to appoint a five- 
member committee to conduct the in- 
vestigation of domestic benefit com- 
panies. The amendment would expand 
this group to include qualified insur- 
ance representatives appointed by the 
governor to investigate both the domes- 


tic companies and the code and report 


in January of 1954. 


Chairman C. L. Carpenter of the | 
senate banking and insurance commit- | 


tee said “if these and some other mi- 
nor wording changes are made in the 


bill, I think we can get the amendment | 


proposal through this session.” 


The code developed its only real 


argument at the recent hearing in con- | 
nection with the domestic benefit com- 


panies. R. H. Wallace, president of 
National Life & Casualty of Phoenix, 
one of the benefit companies, is chair- 
man of the joint committee of senate 
and house that conducted the hearing. 

The code has a new section on fra- 
ternals, taken from the uniform fra- 
ternal act issued by National Fraternal 
Congress. A minor change from the 
recommended act is to make fraternals 
subject to licensing requirements in 
case of agents who write a lot of fra- 
ternal business. Foster Farrell of the 
congress endorsed the fraternal parts 
of the code. He did suggest a change in 
article 10, which would permit United 
Commercial Travelers and Travelers 
Protective Association, to enter the 
state. Neither meets the requirement 
of the proposed or present law because 
they do not write death benefits other 
than accident benefits. 

Paul Roca, who drew the code draft, 
indicated no objections. 

Lloyd Fallers of Assn. of Life Man- 
agers and General Agents, said his 
organization favors the code as it con- 
cerns itself with legal reserve life in- 
surers. “We are not in accord with the 
code provisions as they affect the bene- 
fit societies.” 

Leonard Moran, president Arizona 
Assn. of Life Underwriters, said his 
organization had not had _ sufficient 
time properly to understand the code 
in its entirety but wholeheartedly ap- 
proves the provisions applicable to 
legal reserve life companies. 

Mr. Roca indicated that in the section 
on benefit companies, which are some- 
what peculiar to Arizona, he had in- 
creased the deposit and reserve re- 
quirements and limited payment of 
dividends, Their agents would be sub- 
ject to licensing. 

Raymond Huffstetter, among other 
criticisms of the proposed code, ob- 
jected to the provision permitting the 
insurance director from withholding an 
examinatii1 report on a company as 
long as he aeems advisable. Once the 
insurer has had an opportunity to file 
objections, the report should be made 
public. 








He also objected to the limitation on 
examination expenses for benefit com- 
panies and fraternals to $25 a day 
when there is no such limit on other 
insurers, because to do so would mean 
the examination of these two types 
of insurers would be dictated by costs 
rather than by public interest. 

He objected to the subsection provid- 
ing that the applicant for agent’s li- 
cense shall be examined only as to the 
type of contracts issued by his insurer. 
He should understand the various types 
of insurers and the contracts issued by 
them. 

Leo Rich of Republic Indemnity of 


Arizona, commenting on making exam- 
ination reports public, said in 1936 a big 
life insurer in California was insolvent 
by $30 million but, thanks to the dis- 
cretion of the commissioner, the sal- 
vation of that company was worked 
out. Had that information been dis- 
seminated immediately, the company 
would have been defunct and all that 
money lost. 





Brace Visits Pacific Coast 


L. H. Brace, supervisor of business 
insurance training of Canada Life, has 
been on the Pacific Coast where he 
conducted two one-week sessions on 


business insurance, one held for the 
C. S. Browning agency at San Fran- 
cisco and another for the J. Ketchie 
agency at San Jose. 





eEdmund Fitzgerald, president, North- 
western Mutual, discussed “Executive 
Training and Development” at a lunch- 
eon of Milwaukee Council of Ameri- 
can-professional Institute. 





e James T. O’Neal, manager of Great- 
West Life at Indianapolis, has been 
named general chairman of the 1953 
mid-west management conference, 
sponsored by Indianapolis General 
Agents & Managers Assn. 





GROW TH! 


$415,138,220 


of Life Insurance in force 


(Dec. 31, 1952) 


* IN 26 YEARS 
the first 100 million 


* IN 4 YEARS 
the second 100 million 


* IN 3 YEARS 
the third 100 million 


* IN 2 YEARS 
the fourth 100 million 


It is only through the individual, energetic, full time efforts 
of the sales representatives of Lutheran Brotherhood that the 
Society does enjoy its steady, solid growth. During 1952, 
$62,166,994.00 of new life insurance was issued and paid for. 
Assets of the Society now exceed 72 million dollars. There are 
247,644 insured members. Operating in 29 states of the United / 
States, the D. of C. and Canada, the Lutheran Brotherhood 
stands ready to serve all Lutheran men, women, and childye 


in all their life insurance needs, 


R. J. Faucx, F.1.C. + 
Northfield, Minnesote 


MELv1IN MaTHISON 


Lewis Kiem, F.I.C. 
Grand Island, Nebraska 


Lutheran Brotherhood was organized as a fraternal benefit life insurance society without capital 
stock. The insured members received the entire benefit of the earnings and the savings in mortality. The 
purpose and object of the Lutheran Brotherhood is ‘“‘to aid the Lutheran Church in extending the 
to encourage industry, savings, and thrift among Lutherans everywhere; 

to furnish protection and payment of benefits in case of death or old age’. All Lutherans in 


Lutheran Faith... 






_ MERRILL GILLE 


Fergus Falls, Minnesota 
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L. E. Aven, F.I.C. 
Beatr ice, Nebraska 
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Teaneck, N. J. Nebraska 


PRESIDENT’S CLUB MEMBERS 
The President’s Club is composed of these 12 oP cet 
Lutheran Brotherhood Salesmen who have sol 

.00 or more of paid-for life insurance during the 
past year. 


the United States and Canada are eligible for membership. 


This is YOUR Life Insurance Society 


Lutheran Brotherhood 


| 


Car F. GRANRUD, President 
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Enrrip Benson, F.1.C. 
San Francisco, California 


Rusen Ecesers, F.1.C. 
Minneapolis, Minnesota 





Cuartes Kapow, F.1.C 
Chicago, Minois 





Rosert MUEHLING 
raska 


Holdrege, Neb: 





Grorce Sowers 
Allentown, Pa, 


Joun Sorso, F.1.C, 
Minneapolis, Minnesota 


HOME OFFICE 
608 SECOND AVE. SO. 
MINNEAPOLIS 2, MINN. 


e J. A.0O. Preus, Chairman of the Board 
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Richards by Vice-president Jack A. 
Richards Top Producer 5 lly 
The Richards agency of Sun Life of 


Canada at Cleveland was the com- i es 
pany’s top producer for 1952. Under ® Thomas A. Ballatine, Louisville at- 
Lewis C. Richards, manager since 1945, torney and president of Louisville 
the Cleveland branch produced more Taxicab & Transfer Co. has been 
than $5 million in ordinary business. elected a director of Commonwealth 
The trophy cup was presented to Mr. Life, succeeding the late Grady Cary. 








: AFTER 
HIS ENDOWMENT 
MATURES...WHAT? 


Can an endowment buyer be sure that 
when his policy matures he will not still 
need life insurance? Can he be sure he will 
still be able to buy life insurance then? 


The answer to both questions is “no.” 
That’s why a policy like Occidental’s 
Multiple Benefit Savings Plan makes such 
good sense. 


Here is an endowment-type policy with 
more than endowment flexibility. At its 
maturity, the insured may continue it, 
either as a paid-up life contract or as a 
premium-paying life policy, if he still needs 
insurance protection. 

wuyers are showing strong preference for 
this and the other flexible features of the 
Multiple Benefit Savings Plan. 


“4 Star in the West...” % 
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“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO” 














TAILORED ror TODAY 


The ILLINOIS MUTUAL CASUALTY COMPANY, 


home office—Peoria, Illinois, offers you 43 
years experience in the accident, sickness, hos- 
pital, medical, surgical, and polio insurance 
business. Time and diligence have developed 
the type of policies your clients desire. Build 
your business with Illinois Mutual. 

Desirable agency openings in Illinois, Indiana, 
Michigan, Minnesota, Missouri, Ohio and Wis- 
consin. Agent’s inquiries invited—no obligation. 


Illinois Mutual Casualty Co. 


non assessable) 
HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 
E. A. McCORD Cc. C. INMAN 
President Executive Vice President 








Foan Vice-President 
of Union C. &L. 


Roy A. Foan, vice-president of Postal 
Life of New York, has resigned to join 
Union Casualty & 
Life of Mt. Vernon, 
N. Y., as. vice- 
president and di- 
rector of agencies, 
effective March 15. 

The appointment 
of Mr. Foan is part 
of an expansion 
program begun 
last year. The 
company has been 
contemplating a 
complete life in- 
surance operation 
for some time and according to Presi- 
dent Alfred G. Baker Lewis it is now 
ready to embark on the development 
of agencies properly equipped to serv- 
ice many communities in the 13 states 
in which it does business. The agencies 
will handle all forms of life, A.&H., 
hospitalization and group coverages. 

Organized in 1943, Union Casualty 
& Life has been specializing in A.&H. 
It insures more than 250,000 families 
and its life insurance in force as of 
Dec. 31, 1952 was $290,546,750. It does 
business in Delaware, District of Co- 
lumbia, Illinois, Indiana, Kentucky, 
Maryland, Michigan, Minnesota, New 
York, Ohio, Pennsylvania, Texas and 
Wisconsin. 

Mr. Foan started in insurance with 
Great American, prominent New York 
City fire company. Before joining Post- 
al in 1948 he was with United States 
Life as director of agencies. 


Question State’s Right 
to Limit Military Selling 


WASHINGTON—A legal question 
has arisen in connection with the De- 
fense Department’s consideration of a 
regulation or directive to control sale 
of life insurance to military personnel 
on certain defense installations. The 
question is whether the department has 
authority to say that life insurance 
cannot be sold by certain companies or 
agents on ceded posts. 

Behind this point is the theory that 
if a state cedes jurisdiction to the 
federal government over a tract of land 
for use as a military camp, for ex- 
ample, then that state cannot license 
an agent to sell insurance at that par- 
ticular camp, because the state has 
no jurisdiction. 

e a 

This proposal conflicts directly with 
the desire of National Assn. of Insur- 
ance Commissioners that the federal 
government require an agent to be 
licensed by the state where a military 
installation is located. It also conflicts 
with the position of American Life 
Convention and Life Insurance Assn., 
which supports the recommendation of 
the N.A.I.C. 

On the other hand, the legal point 
indicated is reported somewhat in line 
with the position of certain Texas 
Life companies, which contend that an 
agent licensed in any state should be 
allowed to sell servicemen on any mili- 
tary installation. 

A conference was planned for this 
week of Defense officials and Insur- 
ance Director Kane regarding legal and 
other aspects of the situation, after 
which representatives of the military 
services will present their views to the 
civilian heads of the services, before 
the matter finally goes to Dr. John 
Hanna, deputy secretary of defense for 
manpower and personnel. 





Roy A. Foan 








Broad 
Protections 


CHESTER ASHFORD, McFarland, 
Calif. was Pacific Mutual’s 1952 
National Production Cham- 
pion and is a Life Member of 
the Million Dollar RoundTable. 
“When lI came to Pacific Mutual 


, 


six years ago,” says Chester, 
“experience in welfare work 
had opened my eyes to a man’s 
real needs. Pacific Mutual’s 
broad protections — Life and 
Disability—give me all Lneed to 
meet those needs completely.” 


"LIFE + ACCIDENT & HEALTH 
RETIREMENT PLANS - GROUP 
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New OASIL Veterans American United Life Appoints Five New Managers and Transfers a Sixth 


Bills Before Congress 


WASHINGTON—Without awaiting 
consideration by the new House ways 
and means subcommittee on social se- 
curity, Rep. Kean, N. J., has introduced 
a new bill to bring in about 10 million 
additional workers under the old-age 
and survivors insurance system. Prac- 
tically all gainful workers would be 
included, it was stated. 

Meanwhile, it was announced that 
Senator Taft will discuss the proposed 
new department of health, education 
and social security, at the special 
American Medical Assn. house of dele- 
gates meeting here March 14. 





Frank E. Sullivan Charles M. Fitzsimmons 


Dan Farber Arnold Renkoff Ralph E. Johnston 


American United Life has appointed five new managers and has transferred a sixth. Those affected include: Dan 
Farber, transferred from South Bend, Ind., to Miami; Frank E. Sullivan, who replaces Mr. Farber at South Bend; 
Kaler E. Bole, former assistant manager at Kansas City, now manager at Indianapolis; Arnold Renkoff, named 


Kaler E. Bole 








e s o 

President Eisenhower has author- 
ized a commission of congressional, 
federal and state officials to study and 
recommend legislation on federal-state 
relations in the fields of social secur- 
ity, health, and taxes. It will include 
members named by the President, Con- 
gress and the Governors’ Conference. 

The Kean bill would extend through 
the year 1954 OASI credit to service- 
men, and increase from $75 to $100 
per month the amount that could be 
earned without forfeiting OASI bene- 
fits. 

Reps. Eberharter, Pa., and Perkins, 
Ky., joined in a demand to the House 
that it tackle “unfinished business” on 
social security by holding early hear- 
ings with a view to making effective 
the provision of the 1952 social security 
amendments to permit disabled workers 
to retain OASI status and eligibility. 
Also on a provision passed by the 
House last year but rejected by the 
Senate, for coordinating state and local 
retirement systems with OASI, or for 
coverage of such state and local gov- 
ernment employees by OASI if two- 
thirds of such a group voted in favor 
of federal coverage. 

Reinstatement of war risk life and 
U. S. Government Life by service-con- 
nected disabled veterans of World War 
I is proposed in a bill by Senator Mar- 
tin, Pa. 

Rep. Rogers, chairman veterans af- 
fairs committee, proposes in a bill to 
provide for issuance of government life 
coverage to veterans of both world 
wars within two years after passage 
of bill. It would authorize insurance 
for any person entitled to indemnity 
under the act of 1951, who has served 
more than 30 days. 

Another bill, by Yorty, Cal., would 
amend veterans regulations in order 
to eliminate the provision requiring 
that payment from a burial association 
shall be deducted from the govern- 
ment’s allowance for a veteran’s bur- 
ial. 


NY Life Ups J. P. Moloney 


James P. Moloney has been ap- 
pointed assistant district group super- 
visory of the New York City district 
group office of New York Life. He 
joined the company in 1951 and has 
been home office representative in the 
New York City group office. Before 
that he was with Metropolitan Life and 
Travelers. 





American Progressive Names 3 


American Progressive Health has ap- 
pointed C. S. Shorey as general agent 
at Jacksonville, Fla. He was for some 
time manager at Dallas for Reserve 
Life of Texas. 

E. I. Yoder and J. A. Crawford have 
been appointed general agents at Potts- 
ville, Pa. Both have been representa- 
tives of Knights Life. They have had 
several years’ insurance sales experi- 
ence. 


to Miami Beach; Ralph E. Johnston, Peoria, Ill., and Charles M. Fitzsimmons, Los Angeles. 





Has New Juvenile Policy 


Midland Mutual is issuing a new 
juvenile life policy—the foresightor. 
The policy can be written from birth 
through 14 years of age and becomes 
fully paid-up when the policyholder 
attains 65 years of age. 

There is a five-fold increase in the 
face amount, with no increase in pre- 
miums, when insured becomes 21 years 


of age. The policy can be written in 
amounts ranging from $1,000 to $5,000. 
In addition to paying the face amount, 
the policy returns all premiums prior 
to age 21 in the event of a claim. 





Dern, Schwemm on Top 


O. W. Dern, Cleveland, with $600,000 
of new business, was named leading 


representative of Great-West Life for 
February. Top agency for the 15th 
consecutive month is the Schwemm 
agency of Chicago, which wrote more 
than $1 million in new business last 
month. 

Second in individual production was 
Nat Levine of Montreal and second in 
agency output was Newark. Winnipeg 
was leading Canadian agency. 





















5 for 1 at 21! 


The Junior Estate Builder is one of the most popular plans in the LNL agent’s exten- 
sive portfolio. Each $1,000 of original insurance increases to $5,000 at age 21 while 
the premium remains the same. Thus, it enables the father to give his child an early start 
on a substantial, permanent life insurance program. Also, this low-cost, participating 


contract is flexible enough to provide 


savings for financing a college educa- 
tion or a business opportunity. Issued 


with payor benefits. 


The Lincoln National man looks 
upon the Junior Estate Builder as an- 
other reason for our proud claim that 


LNL is geared to help its field men. 





The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its Name Indicates Its Character 
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Machines to the Rescue in Help Shortage 


Companies of all sizes have been 
able to expedite the handling of busi- 
ness during the last two or three years 
to an extent that has moved them out 
of the bogged-down condition in which 
they were floundering three or four 
years ago. When clerical help became 
acutely scarce and before new and im- 
proved machinery had been installed, 
home offices were plagued by log jams 
in the processing and issuing of poli- 
cies. Agents were complaining that it 
was easier to write an application and 
get it paid for than it was to have the 
policy delivered by the home office. 
Companies have emerged from the low 
point slowly but steadily, and today 
are in reasonably normal condition in 
most cases. 


This has been accomplished by the 
installation of new, high-speed and 
time-saving machinery produced by 
such firms as [International Business 
Machines and other manufacturers of 
punch-card systems. The supply of 
such machinery has pretty well caught 
up with the demand and so the com- 
panies have been able to solve their 
home office snarls through such ma- 
chines rather than by additions to the 
clerical force. From every part of the 
country it is reported that home office 
help is scarce, hard to come by and 
often unsatisfactory even when obtain- 
able. There is a steady drift in the 
direction of having home office proce- 
dures done by machine rather than by 
human hands. 


More Companies Writing Reinsurance 


One of the significant trends of the 
past few years has been the increase 
in the number of companies writing 
reinsurance. In the past, reinsurance 
was regarded by most companies as a 
special field; one that was unknown 
and rather mysterious, certainly dif- 
ferent in its nature from direct writ- 
ing. A very few companies had the 
business pretty much to themselves. 
Now it is observed that numerous 
companies, both large and small, have 
taken up the writing of the business, 
some in a cautious and experimental 
way, but others on an aggressive basis. 

Perhaps the best example of the 
latter is Business Men’s Assurance of 
Kansas City, which has inaugurated a 
full-fledged reinsurance department 











Provident Mutual President Thomas 
A. Bradshaw, right, discusses his new 
A. & H. policy, first issued by his com- 
pany, with Theodore Widing, general 
agent at Philadelphia. The company 
expects to complete its A. & H pro- 
gram by the middle of April. 
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and is making a bid for reinsurance 
throughout almost the whole country 
with the exception of the Eastern Sea- 
board states. Again, there is a pool of 
medium and small-sized western com- 
panies that exchange reinsurance on 
an informal basis, but one which is 
growing in volume. 

One official whose company has been 
writing more and more reinsurance 
considers the most revealing thing 
about the trend to be the fact that 
such business does not differ material- 
ly in most of its aspects from regular 
life insurance writings. Previously he 
had thought that it might have to be 
viewed in quite a different way and 
that the underwriting of it would not 
be especially similar to the handling 
of mine-run business. To his surprise, 
he has found this not to be the case 
and the effect has been to give him 
added confidence over the writing of 
reinsurance and to go after it more 
vigorously than in the past. 


Other companies have found that by 
accepting reinsurance in a limited way 
they can begin to build up some ex- 
perience and to acquire an understand- 
ing of reinsurance procedures. Com- 
panies writing reinsurance in this way 
feel that they want to get their busi- 
ness naturally, without forcing it, and 
in limited amounts. The contention of 
the official of one such company is 
that a strong drive for business does 
not produce a normal experience and 
his strong preference is for reinsur- 
ance that comes in the normal course. 

It has been found, too, that reinsur- 
ance is easy to get where there are 
personal friendships between company 
officials. A company official who is on 
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close, intimate terms with executives 
of other companies does not have much 
trouble in persuading them to send 
his company some reinsurance busi- 
ness. In some cases, this has resulted 
in an exchange of reinsurance that 
has been mutually satisfactory. There 
has been a tendency by companies 
to increase their net retentions. Gen- 


erally speaking, companies are re 
insuring a smaller proportion of all g 
their larger policies. In itself, this ha 
the effect of reducing the amount ra 
insured, but there has been such 4 
steady increase in volume that there 
a larger amount of life business being 
reinsured than ever before in spite of 
the increase in net retention. 








PERSONALS 


John W. Carpenter, president of 
Southland Life, at 
a banquet at Long- 
view, received 
the East Texas 
Achievement A- 
ward for “the most 
outstanding con- 
tribution to indus- 
trial growth and 
development of the 
east Texas area.” 
Also bestowed up- 
on Mr. Carpenter, 
along with an ap- 
propriate sterling 
silver wall plaque, was the title “God- 
father of Texas Industry” by the Long- 
view Morning Journal, sponsor of the 
award. 








John W. Carpenter 


Gen. Otto L. Nelson, a vice-president 
of New York Life, led a discussion on 
administrative problems of civil de- 
fense at the federal, state and local 
levels, a feature of the conference of 
the American Society for Public Ad- 
ministration, at Washington. Gen. Nel- 
son had previously served as director 
of the Project East River civil defense 
study. 


Emmett Russell, advertising manager 
of Life & Casualty, put on a pair of 
wooden shoes and took a tour of Nash- 
ville’s business district in behalf of 
the Holland relief fund. He secured 
$200 in the first two blocks. 


Miss Lillian Gilster, assistant editor 
of Franklin Life publications, has been 
elected president of Springfield, IIl., 
Advertising Club. 








Plan Mass. Mutual Meeting 


Massachusetts Mutual general agents 
will hold their annual business con- 
ference at San Marcos inn, Chandler, 
Ariz., March 30-April 1. Frank W. 
Howland, president of the general 
agents’ association, said that 95 gen- 
eral agents and a number of home of- 
fice officials will attend. There will be 
talks and panel discussions on business 
insurance, pension plans and field sales 
management methods. 





Convicted of Embezzling 


LOS ANGELES—William D. Hed- 
derly, agent, has been convicted in su- 
perior court here on 10 counts of em- 
bezzling $20,000 in insurance policy 
premiums. Hedderly was acting in the 
collection of premiums for two union 
groups having coverage written by 
Pacific Mutual Life. 
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DEATHS 


ALEX J. GROESBECK, 79, presiden 
of Michigan Life since about 1932, dig 
in a Detroit hospital where he haj 
been taken following a heart attack 
Mr. Groesbeck had served as Michi. 
gan’s governor from 1921 to 1927. 


FORREST T. BOCKENMUEHL, gen. 
eral manager of Federal Life at De 
troit, died there. Mr. Bockenmueh 
joined the company in 1938 as Illinois 
state supervisor, going to Detroit a 
manager in 1943. He was the firs 
president of the company’s Managery 
Assn. 


W. REGINALD BAKER, 80, of Ma. 
dison, N. J.,and HORACE J. WIPPELL 
84, of Brooklyn, whose combined sery.! 
ice with Mutual Life totaled 115 years} 
died within a day of each other. Mr. 
Baker joined Mutual Life in 1889, Mr” 
Wippell in 1898. Both were charter) 
members of National Field Club. The 
two long-time friends had rooms to. 
gether when they attended agents’ con-} 
ventions. They qualified for a total of 
48 years for one or another of the com-} 
pany’s honor groups. 


MRS. RAPHAEL R. HARRIS, wife 
of J. Edward Harris, president, Rich- 
mond Beneficial Life, died at her home 
in Richmond. 


JAMES S. BURKHART, manager at 
Knoxville for National Life & Acci- 
dent, died unexpectedly at 39. He had 
been with National Life since 1936. 


PHILIP N. RIEDINGER, 64, since 
1919 district manager of Phoenix Mu- 
tual Life at Elmira, N. Y. died after 
a long illness. 


HESCHEL E. DAVIS, 53, assistant 
secretary of State Life at Indianapolis, 
died. He was with the company 25 
years. 


ARTHUR E. LINNELL, who retired 
about 20 years ago as first deputy in- 
surance commissioner of Massachu- 
setts, died at St. Petersburg, Fla., at 
the age of 90. 


GEORGE E. PARROT, who died at Kansas 
City, Kan., at the age of 88, was the father 
of Harold G. Parrot, vice-president and agency 
director of Pyramid Life of Kansas. 











Institute Promotes Fouche 


Bruce Fouche has been appointed 
director of radio and television in the 
press division of Institute of Life In- 
surance. He joined the institute last 
year. He had been a news editor for 
Columbia Broadcasting System and an 
account executive with the Verne Bur- 
nett public relations firm, New York. 


Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres, & Secretary. 
John Z, Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 





ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 

BOSTON 11, senns. —207 Essex St., 
Tel. Liberty 2-1402 

CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. , 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. . oods, Sales 
Director; George C. Roeding, Associate Man- 


Rm. 421, 


ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—1102 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 
KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MO.—605 Columbia Bank 
William J. Gessing, 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bidg., Tel, Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Blidg., Tel. 
Atlantic 3416. Richard F. Black, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. B. H. 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bids. 
Tel. Court 1-2494. Jack Verde Stroup, Resl- 
dent Manager. 

SAN FRANCISCO 4, CAL.—507 Flatiron Bldg. 
Tel. Exbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 
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Small Companies 


Plan 2nd Session 


HARTFORD—The second day’s ses- 
sion at L.I.A.M.A.’s small companies 
conference at Chicago March 16-18 will 
open with a discussion of agent de- 
velopment, led by S. Rains Wallace, 
director of research. Glen Wallace, 
superintendent of agencies of Great 
American Reserve, will talk on how his 
company increased its business through 
an integrated company program aimed 
at providing better supervision through 
use of agency department, local de- 
partment, and individual agent records. 

“Bird in Hand,” which is the story of 
a company program aimed at stimulat- 
ing old organizations to a better per- 
formance, will be told by A. H. Moffat, 
superintendent of agencies National of 
Canada. 

Harry S. McConachie, vice-president 
and superintendent of agents American 
Mutual and past president of L.I.A. 
M.A., will preside at the afternoon 
meeting, devoted to keeping up to date 
on marketing trends. 

A panel on marketing life insurance 
with monthly premiums will have 
Kenneth D. Hamer, vice-president and 
agency director of Pan-American, as 
chairman. Participants include George 
T, Adams, field agency manager Ami- 
cable; R. W. Knechtel, superintendent 
of agencies Monarch of Canada; and J. 
W. Link, president of Lafayette Life. 

A panel headed by Frank L. Whit- 
beck, Jr., vice-president and director 
of agencies Union Life, will deal with 
package selling, a subject of general 
interest among the members of the 
small companies group. The panel in- 
cludes M. K. Kenny, general superin- 
tendent of agencies Excelsior Life; John 
P. Furedy, director of life agencies 
Benefit Standard; and John Weaver, 
manager Iowa Life. 





Net Gain Tempers Rise 
in Insurance Ownership 


While life insurance ownership in 
various countries of the world has in- 
creased from 34% to 1,500% since the 
end of the last war, the net gain has not 
been nearly so large, according to the 
Institute of Life Insurance, which has 
assembled figures on world ownership 
of such protection. 

“Population changes, inflationary 


trends and fluctuations in national in- 
come have combined to offset a large 
part of the effectiveness of the in- 
creased ownership of life insurance,” 
the Institute commented. 

“In the U.S., total life insurance in 
force rose 67% between the start of 
1946 and 1952. Ownership per capita 
increased by 51%. However, the ratio 
of life insurance in force to national 
income went up by less than 10%. In 
1946, total life insuranse represented 
83% of income; last year 91% 

“Canadians increased their insurance 
77%, their per capita ownership 56% 
and the ratio of insurance to income by 
only 1%, although their ratio is higher 
than that for any other country. 

“In the United Kingdom, the total 
in force rose 53%, per capita ownership 
50% and the ratio of life insurance to 
income 12%.” 


OBSERVATIONS 





Assured Are Stockholders 


How the life insurance policyholder’s 
dollar is becoming more and more a 
factor in financing and strengthening 
American business and industry is 
stressed in an editorial in the St. Paul 
Dispatch-Pioneer Press. Citing the 1952 
report of the Institute of Life Insur- 
ance as the basis for its information, 
the editorial says in part: 

“The life insurance policyholder can 
take pride in the work his dollar is do- 
ing now toward building up a greater 
nation and promoting the cause of 
peace in the world. The money is be- 
ing wisely placed by the life insurance 
companies in the best investments on 
earth. And millions of Americans, 
through their insurance policies, are 
yearly increasing their ownership and 


stake in the business enterprises of the 
country. If you have a life insurance 
policy, you are in business just as if 
you had bought stock or bonds.” 


Insurers Civic Minded 


An analysis of approximately 2,000 
directors of the 330. companies which 
the American Institute of Management 
has designated as “excellently man- 
aged” shows that directors and top ex- 
ecutives in the banking, insurance and - 
public utility field take a greater part 
in civic activities than do others. 

A to this study, banks and 
insurance company directors average 
2.29 activities per board member, and 
utilities 2.27. The figures compare with 
an all-company average of 1.65. 

Directors of banks, insurance com- 
panies and utilities also take a greater 
part in social clubs and fraternities— 
4.64 for the first two business groups 
and 4.39 for the third, the A.M.I. re- 
ported. 
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THE MACCABEES 


New Junior Estate Builder 
is especially designed to 


1 volume 


At the current rate there are nearly three and 
one-half million births annually in the United 
States. This comprises a readily accessible 
volume market for life insurance. The Macca- 
bees new Junior Estate Builder is especially 
designed to meet this need. It provides protec- 
tion that multiplies five times at age 21...a 
really outstanding sales feature. 

Combined with the exclusive sales aids devel- 
oped by The Maccabees this plan is surely 
designed to make sales history. 


75th Anniversary Expansion Program 
makes choice territories available. 


Qualified men and women, seeking greater opportunity 
for advancement in life insurance selling, are invited 
to address the Field Director for complete information. 


Here is a Plan that really Sells Itself! 


P\ Direct Mail 
— | prospecting 
provides live leads... 


This letter makes a most appeal- 
ing offer to parents of new-born 
children . . . provides agents with 
highly qualified leads. 







I 


specific prospect. 


Maccabees Bldg. 


Tailor-made 
prospectus forms 
help close sale... 


This attractive folder provides an 
outline of principle features with 
provisions for adaptation to 
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CENTRAL STANDARD LIFE 


Grndd (V05— INSURANCE COMPANY 


211 W. Wacker Drive 


Chicago 6 


All forms of Life # Accident 8 Health 


ALFRED MacARTHUR 
Chairman of the Board 


E. H. HENNING 
President 
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* $ pacity, has been elected president of recently acquired by American Re- 
Bailey Named President American Republic me py! 2 2 dagen public Life Underwriters. 
owners of Community Life o n - Mr. Bailey is also 1st vice-president 
of Newly Purchased Co. tonio. of United Services Automobile Assn. 


Neill E. Bailey, who has been with 
the San Antonio agency of Pioneer 
American Life in an executive ca- 





Community Life, a legal reserve 
company, was organized at McAllen, 
then moved to San Antonio and was 










VIRGIL E. ROUSE 
Minneapolis, Minn. 


A star member of The Ohio 
National field organization since 
1937, Virgil E. Rouse has re- 
peatedly demonstrated his abili- 
ty to do the kind of field under- 
writing job that is a credit to the 
life insurance business. His 
name has been a fixture on the 
Company honor rolls and the 
App-A-Week Club continuously 
for the past fifteen years. 


OHIO NATIONAL 


LIFE INSURANCE COMPANY 


Cincinnati, Ohio 





JOSEPH SPENCER. President 


PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 
A Leaal Reserve Fraternal Insurance Society 


SHARON PA 


LD. LININGER.Secretary 














MONUMENTAL LIFE | 
INSURANCE COMPANY 


HOME OFFICE © 





CHARLES and CHASE STREETS 
BALTIMORE 








and a director of Broadway National 
Bank. 

Other officers elected are William 
V. Brummett, former actuary with Met- 
ropolitan Life, executive and lst vice- 
president; Allen H. Cox, retired bank- 
er of Alamo, 2nd vice-president; M. P. 
Wilson, San Antonio, oil producer and 
former agency director of Pioneer 
American Life, and Robert Goode, 
Houston general agent for Community 
Life, are board members. 


Shepley to Portland 


For Columbian National 


Clayton E. Shepley has been ap- 
pointed Columbian National Life re- 
gional manager in Portland, Me. He 
joined National Life of Vermont in 
1943 and has been a Prudential agency 
assistant in Portiand. 








Charlotte Paper Supports 
A. & H. Cancellation Bill 


The Charlotte, N. C., News has come 
out editorially in favor of the bill be- 
fore the legislature to restrict can- 
cellation of A. & H. policies. A formula 
as set up in the bill would require the 
company to give notice equal to half of 
the policy—five years’ notice if the 
policy has been held for ten years, etc. 

This is a much debated measure 
about which some of the sponsors say 
that Commissioner Cheek alerted the 
insurance companies in opposition, al- 
though it is technically referred to as 
a department-sponsored measure. 

e e s 

To the complaint of certain legisla- 
tors that Mr. Cheek was arranging op- 
position even before the bill was intro- 
duced, he said that he simply wanted to 
hear both sides of the question. 

The legislators sponsoring the can- 
cellation bill have put in another one 
to provide that under A. & H. policies 
no claim could be denied or reduced 
after three years on the grounds that 
illness had existed prior to the ef- 
fective date of the policy. The sponsor, 
Rep. Blue of Moore county, says the 
new bill is aimed at A. & H. companies 
which “fleece the public,” and that 
companies writing A. & H. should 
either “clean up or get out.” The bill 
has been referred to the house insur- 
ance committee. 


Million Dollar Producers to 
Guide Potential MDRT Men 


Each Philadelphia Life million dol- 
lar producer will adopt a _ potential 
million dollar producer and guide him 
throughout the year, teaching, counsel- 
ing and working with the agent, who 
will be chosen by a home office com- 
mittee as a man with the ability to be 
a million dollar producer. The produ- 
cers undertaking this project are Wil- 
liam B. Blum, Passaic, N. J.; James J. 
Durkin, Dallas, Pa.; Russell G. Gohn, 
York, Pa.; Edwin Schweriner, Phila- 
delphia; Harry E. Thoms, Norristown, 
Pa.; and Jack Wardlaw, Raleigh, N.C. 





Jones to Partners Finance 


Charles E. Jones, former Texas su- 
pervisor for Life of Texas, has been 
named sales manager of Partners Fi- 
nance, a new affiliate of Ins. Co. of 
Texas group. 

Before joining the company, Mr. 
Jones was executive secretary of Hous- 
ton Building & Construction Trades 
Council. 





Bjornson at Atlanta 


Sig Bjornson of Moorehead, Minn., 
assistant joint chairman of the Inter- 
national association, spoke at the Feb- 
ruary meeting of Atlanta Assn, of A. & 
H. Underwriters. 





GENERAL AGENT 





To sell Military Personnel 
the finest group ef Policies 
available in the Industry. 


@ No Military restrictions 
as to War hazards, etc. in 
any Policy 


@ Highest Commission Con- 
tracts 


@ Old Line Legal Reserve 
Company 


@ Will accept applications 
on any Military Rank 


@ Will accept unlimited 
amount of sales volume 


Policies include Endow- 
ments, Ordinary Life, Cou- 
pon and several Savings 
Bond types. 


Write 


UNITED GUARANTY LIFE 
xSamee 
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Do You Want-- 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 


V Special Policies 


po of them, both sure-fire best 

sellers.) 

V Established Territories in 
the South 


V Brand New Territories in 
Texas and Oklahoma 


V A Sound Company 


National Equity Life has operated in 
the South for 28 years, and is now 
expanding into Texas and Oklahoma. 


This may mean unusual opportunities 
for you. 


Write today for full information. 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
C. &. LOWRY, President 
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Meets Opposition 


—_— 


Pass Ind. Group Life Bill 
With “Recommended” Limits 


The new Indiana group life bill has 
peen passed by both houses and is up 
to the governor for signature. It con- 
tains the recommended $20,000 or 14% 
times annual compensation up to $40,- 
000 limits, permits association groups 
on a restricted basis, but does not allow 
dependency coverage. 

The bill contains the limits recom- 
mended by a joint committee of Na- 
tional Assn. of Life Underwriters, 
American Life Convention and Life 
Insurance Assn. 

Introduced when the legislative ses- 
sion opened the first week in January, 
along with a companion A. & H. bill 
passed and signed two weeks ago, it 
finally weathered strenuous opposition 
to pass just two days before adjourn- 
ment. 

Original opposition came from labor 
unions because dependency coverage 
was barred. That opposition later was 
withdrawn and union interests cooper- 
ated in passage. Not until the bill had 
passed both branches and been re- 
turned to the house for concurrence in 
a minor senate amendment did strenu- 
ous opposition rise to the limits on in- 
dividual lives. The governor is ex- 
pected to sign. 








United American Names 


W. W. Wilson V.-P., Actuary 


Wilmer W. Wil- 
son, Jr., has been 
named vice-presi- 
dent and actuary 
of United Ameri- 
can Life. 

For the past two 
years, Mr. Wilson 
has been vice- 
president and ac- 
tuary of Atlas Life 
of Oklahoma. A 
graduate of the 
University of Ne- 
braska, Mr. Wilson 
did advanced actu- 
W. W. Wilson, Jr. arial work at Uni- 

versity of Iowa. 








Vancouver Tops Canada Life 


The Vancouver, B. C., agency of 
Canada Life, managed by R. A. Sand- 
erson, was the production leader among 
all company branches in 1952. 

Great strides have been made in 
British Columbia since the Vancouver 
branch was opened in 1900 at the urg- 
ing of the then president, George A. 
Cox. At that time the city’s population 
was only 20,000 and the area was com- 
paratively undeveloped. 
The company now has a second Brit- 
ish Columbia branch at Victoria, under 
Manager Hart H. Henderson. 

One of the company’s 36 full time 
representatives in British Columbia has 
a unique manner of conducting his 
business. His office, his home and his 
transportation are his boat which he 
navigates through the coastal waters, 
calling on the families of lighthouse 
keepers and lumbering and mining 
camps, and others in the remote parts 
of the province. 


Agents Honor MacArthur 


Leading producers of Bankers Life & 
Casualty, members of the “600” Club, 
convened last week in Chicago for 
their annual meeting, at the conclusion 
of which on Friday evening they were 
host at a ‘birthday party honoring presi- 
a7 John MacArthur of Bankers L. & 





To become a member of the “600 
Club, it is necessary that the agent 
write 600 A. & H, or life applications 
in six months. Richard Weland of Chi- 
cago was elected club president to suc- 
ceed Sam Kirshon of St. Louis, who be- 
comes secretary. The vice-president is 





John Schriever of Kansas City. 

About 150 persons were on hand 
for a reception and dinner honoring Mr. 
MacArihur, among them being Mar- 
garet O’Brien of the movies. 





Insurers Oppose Conn. 
Age Discrimination Bill 


There is some life insurance com- 
pany opposition to a bill in the Con- | 
necticut legislature which would make | 
it illegal for employers to discriminate | 
against persons because of age. | 

Daniel P. Cavanaugh, associate coun- | 
sel of Aetna Life, at a hearing opposed | 
the bill on behalf of Aetna and other | 
Hartford insurers. Noting that the bill | 
would create serious problems among | 
employers that provide pension plans | 
and group life, he said that if passed | 
it would cause employers large sums of 
money. 





Mr. Cavanaugh said the bill, de- | 
signed to prevent an employer from | 
refusing to hire a person or discharging | 
persons between the ages of 45 and 65 
because of age alone, would probably 
harm rather than help those in that age 
group. He opined that employers pres- 
ently hiring elderly persons on special 
terms, such as not including them in 
pension or group programs, no longer 
would hire them and would find rea- 
sons other than age for rejection. 





Robertson Vice-President 
For Union Life of Virginia 


Douglas P. Robertson has been 
elected vice-president of Union Life of 
Virginia. Mr. Robertson went with the 
company as an agent at Norfolk, Va., 
in 1921, was promoted to associate 
manager in 1939. In 1946 he was trans- 
ferred to the home office of the com- 
pany at Richmond as superintendent of 
agents and was elected 2nd vice-presi- 
dent in 1949. 


Sun, Maryland, Goes All Out 


More than $2 million in ordinary in- 
surance written during the third week 
of February broke all records of Sun 
Life of Maryland. The new high was 
achieved during the annual drive in | 
honor of Agency Vice-president Jose 
Hirsh, who celebrated his birthday, 
wedding and business anniversaries | 
last month. | 

New Sun Life policies—the Home 
Security plan and the Paid-up at 65 
contract—accounted for 36% of the 
total volume submitted. 











May Reenact Pa. 2% Tax 


HARRISBURG, PA.—Lesgislation re- 
enacting and making permanent Penn- 
sylvania’s “temporary” 2% gross pre- 
miums tax on out-of-state insurance 
companies has been passed by the 
house and sent to the senate for con- 
currence. 

. e . 

The measure will yield more than 
$22 million in the 1953-55 biennium, 
according to budget bureau estimates. 
Life insurance companies pay the bulk 
of the tax—about $20 million—which 
goes into the general fund. 

Tax return from casualty compa- 
nies, some $2 million in the two-year 
period, is distributed to municipal 
police pension funds, and the revenue 
from fire insurance—about $200.000— 
is distributed to municipal firemen’s 
pension funds. 


Plan New Mich. D.IS.C. 


Detroit Assn. of A. & H. Underwri- 
ters is sponsoring another disability in- 
surance sales course at Michigan State 
college April 9-11. 

The intensive study sessions will 
wind up with a banquet at which the 
speaker will be Commissioner Joseph 
A. Navarre of Michigan. 
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“Look who's behind us again! I’m beginning to think he’s the one who 
phones in all those complaints about the country roads being impassable!” 


Bankerslifemen Get Help! 


Bankerslifemen get plenty of help in their work, although it is doubtful 


if any of them ever recruited aid from a highway department. 


From their first days in their agency offices, Bankerslifemen are trained 
and supervised with helpful understanding. They also progress through 
a series of Home Office schools as their knowledge and experience qualifies 
them. That’s in addition to the help they get from a fine assortment of 
policy offerings and effective sales promotion and advertising materials 


... just two examples of the Home Office help they receive. 


These aids help make the typical Bankerslifeman the kind of life 


underwriter you like to know as a friend, fellow worker or competitor. 


BANKERS COMPANY 
DES MOINES, IOWA 














Life Insurance Is NOT For Every Man 


This new booklet for your prospect—Life Insurance Is NOT 
For Every Man—offers perhaps the first NEW aprons to 


personal Life Insurance Selling since the Human Life Value 
concept. 


It is invaluable as a gift to a new applicant to reaffirm the 
wisdom of his present action—it will get you into the prospect’s 
presence—will keep a new policyholder sold—will increase per- 
a of business—and will definitely answer the “Doubting 

omases”’. 


You're sure to like the way it helps you get interviews! Our 
Special Packet of these new booklets should open up 12 profit- 
able interviews for you. Just order our “Every Man” packet 
Gorin , a and we'll ship at an introductory price of 
only $1.75. 
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Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life Insurance in force exceeds $440,000,000.00 
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To Consider Agency Problem 
At LIAMA A.&H. Meeting 


The program for the L.I.A.M.A. 
A. & H. spring meeting at the Drake 
hotel, Chicago, April 20-22, will in- 
clude consideration of questions con- 
cerning the agency officers whose com- 
panies write both A. & H. and life. 
Training, obtaining balanced produc- 
tion, persistency and other general 
management problems are on the 
agenda. C. G. Ashbrook chairman of 
L.I.A.M.A. A. & H. committee and vice- 
president of North American Life of 
Chicago, is in charge of the program. 

The program for the annual small 
companies conference of L.I.A.M.A., 
scheduled for March 16-18 at the Edge- 
water Beach hotel, Chicago, will fea- 
ture about 25 different individuals, 
some with prepared speeches, others 
taking part in various panel discus- 
sions. 

The principal topic will center 
around specifics of the agency execu- 
tive’s job. Panel discussions will be 
utilized more extensively this year 
than in the past. 

Spencer R. Keare, executive vice- 
president and superintendent of agen- 
cies of Federal Life, is chairman. 





Law Students Competing 
In Will-drafting Contest 


The Cincinnati Council of Life Un- 
derwriters & Corporate Trustees is 
sponsoring its annual will drafting con- 
test for students at University of Cin- 
cinnati and Salmon P. Chase colleges 
of law. Completed instruments must 
be submitted not later than April 1. 





General Agents of State 
Mutual Meet March 23, 24, 25 


State Mutual Life general agents 
will hold their annual meeting at 
Vinoy Park hotel, St. Petersburg, Fla., 
on March 23, 24 and 25. John B. Koth- 
helfer, Chicago, president of the gener- 
al agents’ association, will open the 
three-day conference. H. Ladd Plum- 
ley, State Mutual president, and Robert 
H. Deny, vice-president, will speak and 
present awards. 





Bi!l to Hike Tax Exemption 


A bill has been introduced in the 
Wisconsin legislature which would 
amend the state inheritance tax law by 
increasing the exemption provision 
from $10,000 to $50,000. 

It was understood that the measure 
was filed at the request of some fra- 
ternal insurers. Action was reported 
deferred following requests by other 
insurers that the bill be amended to 
embrace an increase in the exemption 
only to $30,000. 





Met Magazine Gets Award 


Home Office, Metropolitan Life’s 
home office publication, received an 
award from American Heritage Foun- 
dation for its participation in the get- 
out-the-vote campaign last fall. Lucille 
Peterson. editor, said the award was 
for a series of articles on the inside 
cover on registering and voting. 


Mutual Life Names Durning 


Ronald B. Durning. assistant manager 
of Mutual Life at New Orleans, has 
been appointed training assistant at 
the home office. He joined Mutual Life 
in 1949 and has qualified for member- 
ship in its Top Club. 








Tells Hospital Problems 


San Antonio Assn. of A. & H. Under- 
writers at the February meeting heard 
W. D. Deaton, comptroller of Baptist 
Memorial hospital and president of San 
Antonio Hospital Council. 

Mr. Deaton stressed the problem 


hospitals have of keeping costs withip 
income limits. He mentioned that th 
payroll of the Baptist Memorial hospj. 
tal is $890,000 a year and it has 275 beg 
and 552 employes. Those who enter the 
hospital never have occasion to see @ 
come in contact with many of the em. 
ployes, many of them being the typ, 
of workers that are not in plentify 
supply. Hospitals bid among them. 
selves for engineers, dieticians, lab. 
oratory technicians, pharmacists anj 
nurses because of the necessity of op. 
erating 24 hours a day. 


Williams Gets N. Y. Life 


Cincinnati Group Post 


William G. Williams has been ap. 
pointed district group supervisor of 
New York Life at Cincinnati. His 
territory will cover a large area of 
Ohio and all of Kentucky and Indiana. 

Since 1951 Mr. Williams has been 
a home office representative in New 
York City district group office. Be. 
fore joining the company that same 
year, he was a special agent with Ins, 
Co. of North America, developing 
group production through brokers. He 
is an air force veteran. 


Van Winkle Gives L. A. 








Kellogg Van Winkle, Equitable So- 
ciety, legislative chairman of Califor- 
nia Assn. of Life Underwriters, dis- 
cussed the legislative situation as it af- 
fects insurance at a meeting of Los 
Angeles Life Managers Assn. 

He referred to a bill now pending in 
the assembly as designed to add a 5% 
franchise tax on financial corporations 
in addition to the premium tax already 
in existence. He mentioned the bill 
would increase the in lieu premium 
tax on insurers from 2.35% to 2.75%. 

Mr. Van Winkle also referred to the 
“non-discriminatory law” now before 
the New York legislature and said the 
California association’s action relative 
to introduction of a similar bill will be 
determined by the executive committee 
within a few weeks. 





Slate Maher, Fluegelman 


Frank B. Maher, 2nd vice-president 
of John Hancock Mutual Life, and 
David B. Fluegelman, Northwestern 
Mutual Life, New York City, president 
of N.A.L.U., will be the principal 
speakers at the sales congress spon- 
sored by Connecticut Assn. of Life 
Underwriters at New Haven, April 1. 

In addition, there will be a “Round 
Table Hour” with a panel of five out- 
standing Connecticut life insurance 
agents as participants. 





Eligible For Life Insurance 
Company Investment Under 
the Laws of the State of Texas 
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American Bankers Names 
Siske in North Carolina 


James B. Siske has been appointed 
supervising general agent for north- 
west North Carolina by American 
Bankers Life. Mr. Siske, in life insur- 
ance and sales work since 1948, con- 
ducts an L.U.T.C. course in Greens- 
poro, N. 


Stores Protest IRB Rule on 
self-Insured Disability 


The controllers congress of National 
Retail Dry Goods Assn. has protested 
the decision of internal revenue bu- 
reau holding that disability benefits 
paid from employers’ self-insurance 
plans are taxable. The congress has 
asked IRB to rescind the ruling and 
has noted that it may eventually ap- 
ply to other self-insured lines. 





Discuss Group, Pensions 


New York City chapter, National 
Insurance Buyers Assn., discussed 
problems and new trends in group and 
pension programming at the February 
meeting. 

Speakers were Edwin C. McDonald, 
2nd vice-president of Metropolitan, and 
Wendell Milliman, vice-president and 
group manager of New York Life. 
Davis W. Gregg of American College 


‘moderated. 
e Recap | 
Marmaduke Is Speaker 





Richmond Assn. of A. & H. Under- 
writers at its meeting Feb. 27 heard 
H. S. Marmaduke, manager of the A. & 
H. department of Atlantic Life, out- 
line the basic need for coverage and 
how to overcome sales resistance. 


Win Fidelity Mutual Awards 


Five general agents of Fidelity Mu- 
tual Life have received the company’s 
1952 Agency Building Award. 

Winners are J. H. Brennan, Chicago; 
J. T. Flanagan, Jr., Philadelphia; 
Harold A. Gordon, Cleveland; George 
A. Hatzes, Washington, and E. H. Mey- 
ers, Jr., Detroit. All except Mr. Bren- 
nan also received the award in 1951. 
It is given in agency development. 


Wright Philadelphia Speaker 

Arthur W. Wright, west Philadel- 
phia manager of Metropolitan Life, 
spoke at the February meeting of A. & 
H. Assn. of Philadelphia on ‘“Door- 








d |ways to A. & H. Sales.” 





Who's Who in Insurance Ready 
The 1953 edition of “Who’s Who in 
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Insurance,” published by Underwriter | 
Printing & Publishing Company, New | 
York, is being distributed. This publi- 
cation, which is Volume I of The In-| 
surance Almanac, is a compilation of | 
the biographies of more than 4,000 
men in all branches of insurance. The | 
“Death Roll for 1952” is included. The | 
Insurance Almanac will be off the press | 
in July. | 

The price of each volume is $5, but | 
if both volumes are ordered together, 
the price is $8. | 





Dublin Predicts Increase | 
In Mid-Life Life Expectancy 


Since research is concentrating on | 
the ills that beset older people, Dr. 
Louis I. Dublin, statistician, told the 
Eastern Life Claim Conference lunch- 
eon that in the years ahead there) 
should be material advances of life ex- 
pectancy in mid-life and later. 

Dr. Dublin mentioned the research 
being done under grants from the Life 
Insurance Medical Research Fund and 
the present plans of Institute of Life 
Insurance in the health and welfare 
field. These are assisting in the im- 
provement of the health and welfare 
standards of the American people. 

Dr. Dublin recently became a con- 
sultant to the institute. 





S.B.L.I. Fund Cuts Debt 


Trustees of Savings Bank Life In- 
surance Fund of New York authorized 
payment of $2,000 on each of its 40 
outstanding certificates of investment. 
These certificates were originally for 
$20,000 each. The latest payment re- 
duces them to $17,000. Each member 
bank put in $20,000 when the fund was 
formed because under New York law 
the fund must be separate and self- 
supporting. 

Sales in 1952 totaled $32 million, a 
42146% increase over 1951. There were 
146,000 policyholders and insurance in 
force totaled $215,264,000. Interest 
earnings were up from 2.49 to 3.642%. 





Ind. Selection Men Elect 


Indiana Home Office Underwriters 
Assn. has elected these officers: Presi- 
dent, Roger Worden, Lafayette Life; 
secretary, Ted Steele, State Life. 





Hawaiians Hear Brower 


Visiting Hawaii on the occasion of 
the 20th anniversary of the company’s 
Security agency, Horace W. Brower, 
president of Occidental Life of Califor- 
nia, told a luncheon gathering of Hono- 
lulu Rotarians that Hawaii now ranks 
third among the states in terms of Oc- 
cidental life insurance in force and 
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_on operations during 1952 re- 
cords the largest annual pro- 
= duction in Company history, a 
paid total of $124,081 ,433. In- 
=~" surance in force was increa 
to $1,232,061,175. Assets rose 
to $477,983,266, and surplus, 
including capital stock, in- 
creased to $20,698,567. 
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fourth in terms of new sales. He noted 
that new insurance sales in the terri- 
tory in 1951 were $119,571,000, exceed- 
sng totals for 11 states. 

Mr. Brower was accompanied on his | 
visit by William B. Stannard, vice- 
president in charge of agencies. 

The Security agency, headed by 
Lawrence T. Kagawa, president, and 
Harold I. Tateishi, senior vice-presi- 
dent, has 80 agents and since 1948, has 
led all local insurance outlets in total 
ordinary life sales. 


Raise Non-Medical Limits 


Bankers Life of Iowa has revised its 
non-medical limits as follows: Ages 
0-4, $5,000; 5-30, $10,000; 31-40, $5,000. 
The amounts apply to all plans except 
preferred whole life, 5-year term, 10- | 
year term, and mortgage insurance. | 
Limits are lower on plans with term | 
riders. 











e Harry G. Swift, sales consultant, | 
spoke at a meeting of San Francisco} 
General Agents & Managers Assn. on) 
a: Don’t Find Salesmen—You Make 
Them.” 





Assets over $53,000,000 @ Insurance in Force over $238,000,000 





WANT FRESH PERSPECTIVE? 
... WRITE TO WESTERN! 


Your efforts bring more at Western — 


in earnings, promotion, recognition. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P : 
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When this unique new policy was recently 
introduced at regional sales conferences, the 
response was electrifying. Agents recognized 
the Masterplan as something different —a 
wonderful new type of policy offering many 
sales advantages. 


A 20% endowment at the end of 20 years that 
permits the insured to continue full coverage on 
the ordinary plan at a reduced premium... or 
continue on the limited pay plan...or as an 
endowment... an unusual return of premium 
benefit...these are a few of Masterplan’s 
outstanding features. 

Here is the policy with tremendous sales 
potential. The benefits were never before 
available in a single plan. It's THE perfect policy 
for those out to set sales records. Write now 

for details on the Masterplan. 


High Commission - Low Net Cost 
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, , =a 


4 





POINT OF 
VANTAGE 








0OK over Indianapolis Life, but don’t 
C overlook the fact that Indianapolis 
Life is, has been, and always will be a 
friendly, quality company built on serv- 
ice .. . big enough for “big business” — 
personal enough for small. Agents like 
our point-of-view, our home office co- 
operation and feel it’s the kind of a com- 
pany they’re proud to represent .. . 
proud to work for. What’s more, Indian- 
apolis Life provides life-time service fees. 
Our special talents, rich experiences and 
broad facilities are at your disposal. 
Write today if interested. 


" [INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 
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| Hear Lotz at Champaign 


| Robert F. Lotz, Penn Mutual Life 
| Royer agency, Chicago, spoke on the 
dollar values of a life insurance agent’s 
everyday activities at Champaign (IIl.) 
Assn. of Life Underwriters monthly 
meeting. He pointed out the necessity 
of knowing just how much every call, 
interview, service call, etc. is worth in 
terms of money, which led to discus- 
sion of a production formula. This he 
gave as sales talks, times closing ratio, 
times average size policy, which equals 
a man’s production. 

Mr. Lotz also illustrated by use of 
simple charts that a million dollar pro- 
ducer is only twice as good as the 
poorest salesman in the agency. 





Mark 60th Anniversary 


More than 350 agents attended the 
Richmond Life Underwriters Assn. 
special all-day sales seminar, which 
marked the association’s 60th anni- 
versary. Ralph G. Engelsman, sales 
consultant in New York City, con- 
ducted the seminar. Grant L. Hill, 
vice-president of Northwestern Mu- 
tual, spoke at the luncheon. 


Set Ill. Rally for March 20 


Illinois Assn. of Life Underwriters 
will hold its annual meeting at Chica- 
go, March 20, the day following the 
sales congress sponsored by the Chica- 
go association. 

Luncheon speaker is A. C. Van 
Dusen, vice-president and director of 
public relations of Northwestern Uni- 
versity, on “Human Behavior and 
Sales.” 

The morning session will include 
meetings of directors, Illinois Round 
Table board, and state committees. 
The business meeting and election will 
take place that afternoon. 








Select Washington Speakers 


Speakers tentatively announced for 
the Baltimore-Washington sales con- 
gress April 9 are Louis Pohl, Life of 
Virginia; Stewart A. Monroe, Mutual 
Benefit Life; Samuel L. Zeigan, Provi- 
dent Mutual Life; Harry C. Copeland, 
Massachusetts Mutual Life, and Lester 
O. Schreiver, Aetna Life. 

At a luncheon meeting March 12, the 
D.C. association heard a talk by N. Earl 
Pinney, president of the Detroit as- 
sociation. 





Albuquerque, N. M.—Importance of coordi- 
nating the social security program with life 
insurance was stressed by Horace R. Smith, 
superintendent of agencies, Connecticut Mu- 
tual. One of the main problems to be met, he 
said, is that of a widow who is forced to go to 
work, thereby losing her benefits. 


Canton, O.—Claris Adams, president, Ohio 
State Life, spoke. 


Battle Creek, Mich.—Calhoun County Bar 
Assn. entertained life underwriters at a dinner 
at which William D. Dexter, state revenue de- 
partment, described the inheritance tax situ- 
ation in Michigan. 


Charlotte—Hinton F. Longino, southeastern 
division manager, Retail Credit Co., outlined 
the services of insurance inspection. Herbert 
C. Skiff, 2nd vice-president, Phoenix Mutual, 
also spoke. 





Appleton, Wis.—Joseph Ryan, vice-president 
and trust officer of National Manufacturers 
Bank of Neenah, spoke on ‘Estate Planning” 
at a dinner meeting of the Fox River Valley 
association. About 100 members from Fond du 
Lac, Oshkosh, Neenah, Menasha and Apple- 


| ton attended. 


Charleston, W. Wa.—Colgan Norman, life 


| member of Million Dollar Round Table, spoke 


on ‘Taxes Sell Life Insurance.” 


San Antonio—Travis T. Wallace, president 


| of Great American Reserve Life, spoke at a 
| specially called meeting on the saving of 


lives through cancer research and early treat- 
ment. He is president of Texas division of 
American Cancer Society. Guy Goldstandt of 


—— 
Dallas, Equitable Society, told how his lip 
was saved when as a cancer crusade w 
he discovered a danger signal which sent hin 
to a doctor. The association members 
unanimously to cooperate in the campaign fer 
funds for cancer research and treatment, 


St. Louis—David B. Fluegelman, Northwey, 
ern Mutual Life, New York City, Presiden, 
of N.A.L.U., will address a luncheon meeting 
March 18. 


Manhattan, Kan.—Al Noyce, Franklin Lite 
Salina, discussed “Public Relations.” 


Salina, Kan.—Vaughan A. Kimball of Dodge! 
City, president of the Kansas association, SPoke 
on “The Best Seven Years of My Life.” 


Hutchinson, Kan.—A panel was held q 
“Estates of the Life Underwriter.” Participany 
were Bryce Cooper, Northwestern Nationy 
Life; Ernest Evans, Prudential, and 
Pearce, Farm Life. John Richard, Northwes. 
ern National Life and National committeema, 
spoke at a previous meeting. 





——_._. 
—— 


Applying Pension Costs to 
Contracts Is Explained 


WASHINGTON—A defense contra 
renegotiation board staff bulletin lists 
six items of cost to be considered in 
connection with employer payments ty 
pension funds. These first four have 
been found by the board to be proper} 
allocable as between renegotiable ani 
non-renegotiable business on the same 
basis as other costs incurred by con. 
tractors in performance of government 
jobs: 

—Payments to irrevocable funded pen. 
sion plans for past services. 
—Payments to irrevocable funded pen- 
sion plans for current services. 
—Payments to pensioners, directly or 
indirectly, pursuant to revocable 
funded pension plans or any non 
funded pension plans or contracts. 
—Gratuitous payments to former en. 








ployes. 

The following two are not allowabl 
as deductions under chapter 1 of the 
code: Payments to revocable funded 
pension plans not covering amounts 
paid out to specific pensioners; (2) 
charges to current operations for esti- 
mated pension costs, not accompanied 
by any actual payments, but pursuant 
to non-funded pension plans. 





Has Educational Seminar 


The John S. Kerns general agency 
for Northwestern Mutual Life, Salt 
Lake City, held an educational seminar 
at Sacramento, Cal. 

Home office speakers were Paul 
Frazer, assistant director of underwrit- , 
ing, and Robert E. Templin, assistant 
director of agencies. Granville B. Les- 
ter of the Fresno (Cal.) branch also 
spoke on sales methods and record 
keeping. 

The agency honored eight veteran 
producers with a total 186 years serv- 
ice, an average of 23 years. 





Name Winn & Associates 


United States Life has named Bob 
Winn & Associates general agents at 
Kalamazoo, Mich. The agency had 
been operating as a casualty agency 
since 1944. 


HEADS PRU. AREA COUNCIL 


Clifford Henderson. manager of the 
San Francisco ordinary agency of Pru- 
dential, has been appointed chairman 
of the company’s newly organized San 
Francisco Bay district executive coun- 
cil, consisting of agency and branch 
managers, including the companys 
mortgage loan division. 





Prudential Appoints Wickham 


Prudential has appointed Robert M. 
Wickham district manager at Patch- 
ogue, L. I. Mr. Wickham was formerly 
regional supervisor at Brooklyn. He 
has been with the company since 1926. 
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Union Labor's Agents Meet 
Sales Ideas That Work Fea 
week-long company sales conference 
at Atlantic City, N.J. It was devoted 
. a to ways of handling sales problems 
which arise with the company’s ex- 
Dir ect Mail Found ad P otent Cure and panding operations. William S. Col- 
lins, agency vice-president, directed 
— ~ Preventive for Production Slumps ected ghee aS 
iz p ecutive vice-president, Rudolph Ellis, 
COATES, HERFURTH 6 group vice-president, Joseph P. Mc- 
ENGLAND NEW YORK—Direct mail can help to one of his problems. Garr, director of ordinary sales, and - 
an agent prevent a production slump or Mr. Walker says one type of direct Joseph M. McCarthy, director of pub- 
CONSULTING ACTUARIES cure it when it comes, according to mail campaign is to send the material lic relations, spoke. 
Robert J. Walker, supervisor of field to a group with common characteris- 
Francisco Den Les Angeles 
oat on services of Mutual Life. Whenever an tics. Young married couples, people Home at Work Atmosphere 
agent is having difficulty in obtaining living in the same area, club or church _ The offices of American Central Life 
LLINOIS prospects, a carefully prepared direct members, couples with children, are were recently the subject of complete 
| mail campaign may enable him to examples of this type of mailing list. pgp oa — a Poke appear~ 
obtain sufficient leads to rebuild his A mailing to such ing in the Sunday Indianapolis Star 
CARL A. TIFFANY & CO. production. sane ane ccumaeasaadicaen agains oetion. a full two pages of 
CONSULTING ACTUARIES Actually, regular use of between 50 numerous potential prospects. It should sr hy 8 sane lifting” Of —— 
en tune hihinns Gk and 100 direct mail pieces a month can not be so large he will be unable to pany’s entrance hall, executive offices 
we h tra prospects 4 ne ‘ee . 
CHICAGO ¢ guarantee an agent the extra pros follow up properly. auditorium, cafeteria, etc. to produce a 
Telephone FRanklin 2-2633 that he will need in order to avoid the An example of a misdirected and home-like atmosphere. 
p_____________________j} danger of a serious slump in the fu- misused direct mail campaign is sup- 
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ture, Mr. Walker points out. The 
amount of direct mail an agent uses 
depends upon the individual agent and 
his market. 

The typical agent’s production has a 
cyclical pattern. It will climb steadily 
for a period of time, level off, soften 
and drop. Such ups and downs are 
common to almost all agents. But to 
keep the slump from becoming too 
serious, an agent can use direct mail to 
obtain the needed prospects. 

By using direct mail, if his interest 
has waned, an agent will restimulate 
his interest in his production. Because 
direct mail requires a list of names, he 
must deliberately plan to get prospects 
for his mailing list. This will enable 
him to become enthusiastic again about 
his business. It will channel his ener- 
gies into a definite program. And the 
prospects seen will result in sales and 
his production will climb again. 


The type of direct mail campaign to 
be employed will depend on the agent. 
The new agent might send letters to 
the heads of a selected group of fami- 
lies in his neighborhood, or a new area 
he wants to crack. The established 
agent may select a group of 10 success- 
ful business men, doctors or persons 
whose income indicates a need for es- 
tate planning. In each case the letters 
selected should appeal to the insurance 
needs of the recipient. 

Direct mail has been described as the 
assistant who digs up leads and who 
keeps the agent on his toes. Both are 
brought into play when the agent uses 
direct mail to cure or prevent a slump. 
He is obtaining new leads and he is 
planning his time so that he will be 
able to call upon the persons to whom 
he has sent material. 

While the latter is particularly im- 
portant to an agent in a slump, it should 
not be overlooked at other times. Mr. 
Walker says an agent should never fail 
to follow up leads obtained through 
direct mail. If the agent’s direct mail 
material contains a reply piece, he 
should, of course, always contact the 
replier. But he shouldn’t overlook the 
non-replier. Often, he says, follow-up 
calls on non-repliers will produce as 
much or more business than calls on 
the repliers. 

The type of direct mail material to 
be used depends upon an agent’s busi- 
ness and desires. It depends upon the 
type of person he wishes to contact or 
in what markets he would like to 
work. Whatever his decision, he should 
carefully prepare the material so it 
will have the maximum impact upon 
the recipients. It should interest the re- 
cipient because it offers him a solution 





plied by a company official. He has 
been receiving a direct mail piece from 
an agent of another company for some 
time. The agent has never called. The 
agent has never attempted to deter- 
mine whether the recipient is a good 
prospect. He just continues to send the 
company official the mail pieces. The 
official asks, “What’s the value of this 
type of direct mail campaign?” | 


A highly select group of potential 
prospects can be hit with a pre- 
approach letter. An intelligent, pro- 
vocative letter will introduce the agent 
to the prospect. It will smooth the way 
for a call shortly after the piece was 
mailed. 

Another type of direct mail piece is 
the monthly news letter. This is a long 
range project. It is designed to supply 
the agent with a continuing list of 
prospects over a period of time. Mr. 
Walker says this type should be mailed 
at least six consecutive months before 
a call is made. 

Through the monthly news letter, 
the agent’s name and picture is kept 
before the prospect. It also can be 
used to keep the agent in contact with 
his clients. He can send it to them reg- 
ularly and thus maintain his contact | 
with them easily and efficiently. | 

Mr. Walker reminds agents that di- | 
rect mail should never be used as the 
sole source of prospects. Its use should 
be restricted to supplying enough extra 
prospects to fill out an agent’s workday 
schedule, to refill his hopper of pros- 
pects and to recharge his enthusiasm 
when things look low and he wants 
a sure-fire way to get out of a slump. 





Course Begins March 23 


Insurance Society of New York’s 
school of insurance will hold a special 
30-hour course beginning March 23 to 
prepare students for the New York 
state life agent’s examination. Classes 
will meet from 5:30 p.m. to 7:30 p.m. 
Mondays and Wednesdays. Howard J. 
Rosan, president of Samuel D. Rosan 
agency of Continental Assurance, will 
be instructor. 





Assessment Insurers Need License 


Insurance companies which operate 
on an assessment basis need a license 
to operate in Indiana, the attorney 
general’s office has ruled. The decision 
came in connection with World Life & 
Accident of Richmond, whose license 
was revoked in 1952 on the ground 
that it failed to operate on a sound fi- 
nancial basis. The company has con- 
tended that no Indiana license was 
necessary because it was an assessment | 
company. 
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SERVING LEADING 
INSURANCE COMPANIES 
AND AGENCIES 
COAST TO COAST 


Lemarge . . . the finest mechanically 
equipped mailing service in the 
Middle West producing all types of 
jobs at low cost. 


Lemarge . . . a battery of modern auto- 
matic inserting machines turning out 
over half a million pieces a day. 


Lemarge . . . able to address your 
envelopes at unusually low cost 
from telephone books, voters lists 
and city directories throughout the 


United States. 


Write or phone 
for details! 


the LEMARGE compan 


417 S. Jefferson Street 
Chicago 64, Illinois 
Phone: HArrison 7-1030 
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eral agent in San Diego. He has been 
an agent there for Ohio National for 
three years. He is president of Young 
Republicans of San Diego County and 
was a director of the Eisenhower- 
Nixon campaign in that county. 


Berman Heads Department 


D. T. MacDonald & Co. of Seattle, 
has named Alfred Berman manager of 
its newly organized life and pension 
trust department. 

From 1931 to 1937, Mr. Berman was 
with the actuarial department of New 
York Life, and for the past 15 years he 
has been a partner in a New York City 
brokerage firm, except for the years 
1946-1949 when he served on the faculty 
of Associated Colleges of Upper New 
York. 





Plan General Agents Meet 


General Agents Assn. of New Eng- 
land Mutual Life will participate in 
the annual company meeting in the 
course of the association’s gathering 
March 15-18 at Boston. The company’s 
Leaders Assn. will then meet at Hot 
Springs, Va., March 21-23. 





Fouche Receives Award 


In last week’s edition, the line stat- 
ing that Bruce Fouche, director of ra- 
dio and television at Institute of Life 
Insurance, received a Heritage Founda- 
tion Award was inadvertently dropped 
out of the story. Mr. Fouche received 
the award for his assistance to the 
foundation with its get-out-the-vote 





Plans Agency Convention 


Ohio State Life will hold its 1953 
agency convention at Asheville, N. Oe 
June 28-July 2. A general agents’ com- 
mittee is working on the program. 








ea, e C. J. Sauter, manager at — for 
. Equitable Society, spoke on “Cooper- 
Heads San Diego Agency ating with the Established Men” at a 


luncheon of Seattle Life Managers 
Assn. 


Donald R. Campbell has been ap- 
pointed National Life of Vermont gen- 


WANT ADS 


Rates—$15 inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Friday Ya chicago office—175 W. Jackson Blvd. Individuals placing ads are requested to make 


ayment in advance. 
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Ohio - Indiana COMPTROLLER 


An opportunity exists for an aggressive 
man who is qualified to do agency super- 
visory work in the states of Ohio and Indi- 
ana for a medium size | legal reserve 
life company located in the mid-west. If 
you have a record of success in recruiting, 
training and selling and would like an op- 
portunity for advancement, write indicat- 
ing age, marital status, business and edu- 
cational background and salary desired. 
All replies confidential. Address P-98, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 











HOME OFFICE GENERAL AGENCY 
AVAILABLE IN SOUTH DAKOTA 


With home office supervisory assist- 
ance for recruiting and field training. 
Incentive financing plan for agents on 
salary basis, office quarters and finan- 
cial assistance to General Agent also 
available. 

If you have ability to grow with a 
young company embarking on a pro- 
gram of expansion, write in confidence 
to R-56, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








HOME OFFICE GROUP 
POSITION OPEN 


Young man with administrative abil- 
ity wanted for home office Group 
Department of progressive Western 
Company. Actuarial Student or man 
with group experience preferred. 
Give full details of education and 
experience. Address R-60, The Na- 
tional Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 





Must be cost conscious, ambitious, able to work 
under pressure and have accounting experience 
supervisory as well as technical in home office of 
an insurance company. CPA preferred. All employee 
benefits including liberal non-contributory pension. 
Salary $9000. New Jersey location. Reply stating 
age, education, and business background. Address 
R-53, The National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, III. 


— 
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ACCIDENT & HEALTH 


has had our continuous 
study for 37 years, and 
our Reinsurance service in 
this field embodies the 
significant experience of 
hundreds of A & H Under- 
We offer it with 


complete assurance of its 


writers. 
satisfactory character. 
Employers Reinsurance Corporation 


KANSAS CITY 
CHICAGO SAN FRANCISCO 





NEW YORK LOS ANGELES 
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GENERAL AGENCY WANTED 


BY TOP-RATED AGENCY-ORGANIZATION FOR SAN 
FRANCISCO AND NORTHERN CALIFORNIA. HIGH- 
EST REFERENCES. PREFER LIFE COMPANY AT PRES- 
ENT NOT REPRESENTED IN THIS AREA. Address 
R-48, The National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, III. 








INTERNAL AUDITOR 


CPA preferred with an accounting systems back- 
ground in large scale clerical production field; we 
prefer a man from the insurance field. All em- 
ployee benefits including liberal non-contributory 
pension. New Jersey location. Salary $7500. Write 
stating age, education, and experience. Address 
R-50, The National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Ill. 








1.B.M. SUPERVISOR 


Sound knowledge of machines: Must have heavy 
experience in pl ing and scheduling for a de- 
partment of 50. All employee benefits including lib- 
eral non-contributory pension. New Jersey location. 
Salary $7500 or commensurate with ability and 
background. Write stating age, education, and 
experience. Address R-51, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 











WANTED 


A & H FIELD SUPERVISOR 


For Northern Illinois 























Legal reserve mutual A & H Company with large 
premium volume in force needs a man 25 to 40 years 
of age, who is free to travel 5 days a week appoint- 
ing, calling on and working with agents in Northern 
Illinois. Salary and travel expense—use company car. 
Give complete business experience and salary ex- 
pected. Confidential. Box R-35, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 














GENERAL AUDITOR 


Must be CPA experienced in hospitalization or 
allied field. Top level management position with 
sound progressive New Jersey company. All em- 
ployee benefits including liberal non-contributory 
pension. No travel. Salary commensurate with 
ability and background. Write stating age, educa- 
tion, and experience. Address R-52, The National 
Underwriter, 175 W. Jackson Bivd., Chicago 4, III. 








ACTUARY AVAILABLE 


Associate, with heavy pension consulting experi- 
ence, willing to relocate his residence, respectfully 
solicits confidential inquiries from consulting firms 
or insurance companies. Address R-62, The National 
Underwriter, 175 W. Jackson Bivd., Chicago 4, III. 








AVAILABLE 
CONTROLLER 
Young man experienced in all phases of insur- 
ance accounting, operating budgets, internal 
controls, taxes and management reports seeks 
oe with aggressive organization in need 
of a resourceful and ambitious executive. Ad- 
dress R-58, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 














At Home Office of a young midwestern "old-line" company having 
near $50 Million of Ordinary insurance in force and for proposed 5- 
state area operation on general agency plan—to direct life sales 
development and carry to the field his share of the agency admin- 
istrative and training program. Position requires man between ages 
38 and 45 well-qualified in life agency department operations who 
has had experience as assistant agency director in a home office, or 
as a multiple-state field supervisor or state agency sales manager. 
Prefer LIAMA training experience. 

Position will pay: Top 4-digit guaranteed salary plus incentive 
bonus, to earn substantially in excess of $10,000 income the first 
year with yearly increasing earned income opportunity stipulated. 
Complete experience history requested by return letter. Prefer 
send photo too. Replies entirely confidential. Our agency depart- 
ment knows of this advertisement opportunity. 


Write: Box R-45, The National Underwriter 
175 West Jackson Blvd., Chicago 4, Ill. 
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Convention Dates 


—_—_— 


Mar. 16-18, L.I.A.M.A. small companies con- 
ference, Edgewater Beach Hotel, Chicago. 

Mar. 26-27, Society of Actuaries, Hotel Com- 
modore, New York City. 

Mar. 29-April 2, N.A.I.C. blanks committee, 
Commodore hotel, New York. 

April 13-14, American Life Convention, re- 

meeting, Hotel Utah, Salt Lake City. 

April 13-16, National Assn. of Life Under- 
writers, mid-year, Chicago. 

April 16-17, American Life Convention, re- 

meeting, Jefferson Hotel, St. Louis. 

April 16-18, Home Office Life Underwriters 
Assn., annual, Greenbrier hotel, White Sul- 
phur Springs. 

April 20-21, Zone 4, National Assn. of In- 
surance Commissioners, Chicago. 

April 20-21, American Life Convention, re- 
gional meeting, Sheraton-Belvedere hotel, 
Baltimore. 

20-22, L.I.A.M.A. A.&H. spring meet- 
ing, Drake hotel, Chicago. 

April 20-22, L.I.A.M.A. combination compa- 
nies spring conference, Plaza hotel, New York 





oy 23-24, Zone 3, National Assn. of In- 
surance Commissioners, Henry Grady hotel, 
Atlanta. 

April 27-29, L.LA.M.A. large companies 
spring conference, the Homestead, Hot Springs. 

May 4-6, H.&A. Underwriters Conference, 
Drake Hotel, Chicago. 

May 10-12, Assn. of Life Insurance Counsel, 
the Homestead, Hot Springs. 

May 13-15, Zone 2, National Assn. of Insur- 
ance Commissioners, Hershey, Pa. 

May 20-22, Life Insurers Conference, annual, 
Claridge Hotel, Atlantic City, N. J. 

May 20-22, Canadian Life Insurance Officers 
Assn., annual, Seigniory Club, Montebello, 


P.Q. 

May 25-26, Life Office Management Assn., 
spring conference, New Ocean House, Swamp- 
scott, Mass. 

May 28-29, Kentucky Life Underwriters 
Assn., annual, Brown hotel, Louisville. 

June 3, Fraternal Actuarial Assn., Nether- 
land Plaza hotel, Cincinnati. 

June 4-5, Society of Actuaries, Hotel Nether- 
land Plaza, Cincinnati. 

June 7-11, National Assn. of Insurance Com- 
missioners, annual, St. Francis hotel, San 
Francisco. 

June 14-26, American Life Convention, life 
officers investment seminar, Beloit College, 
Beloit, Wis. 

June 18-20, American Life Convention, medi- 
cal section, the Greenbrier, White Sulphur 
Springs. 

June 29-July 1, International Assn. A.&H. 
Underwriters, annual, Edgewater Beach hotel, 
Chicago. 

June 29-July 2, Million Dollar Round Table, 
annual, Greenbrier hotel, White Sulphur 
Springs. 

Aug. 19-22, Federation of Insurance Counsel, 
Bedford Springs hotel, Bedford, Pa. 

Aug. 24-28, National Assn. of Life Under- 
writers, annual, Cleveland. 

Sept. 14-16, Internations! Claim Assn., an- 
nual, the Sagamore, Bolton Landing, Lake 
George, N. Y. 

Sept. 14-17, National Fraternal 
Baker hotel, Dallas. 

Sept. 20-24, Assn. of Superintendents of In- 
surance of the Province of Canada, Charlotte- 
=~ hotel, Charlottetown, Prince Edward Is- 
Sept. 21-23, Life Office Management Assn., 
annual, Netherland Plaza hotel, Cincinnati. 

Oct. 5-8, Bureau of A.&H. Underwriters, an- 
nual, Seigniory Club, Montebello, Canada. 

Oct. 5-9, American Life Convention, annual, 
Edgewater Beach hotel, Chicago. 

Nov. 3-4, H.&A. Underwriters Conference, 
underwriting forum, Edgewater Beach hotel, 
Chicago. 

Nov. 5-7, Institute of Home Office Underwrit- 
ers, annual, Edgewater Beach hotel, Chicago. 

Nov. 9-13, L.1.A.M.A., annual, Edgewater 
Beach hotel, Chicago. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, midwinter meeting, Sans Souct, 
Miami Beach, Fla. 

Dec. 8-9, Life Insurance Assn., annual, Wal- 
dorf-Astoria, New York. 

Dec. 10, Institute of Life Insurance, annual, 
Waldorf-Astoria, New York. 


Emery L. O. M. A. Speaker 


Dr. David A. Emery of Research In- 
stitute of America will speak at the 
L. O. M. A. Graduates Society meeting 
at the Equitable Society home office 
building March 19. 


Congress, 








Columbian National Rates Dip 


Columbian National has introduced a 
new rate book which gives new lower 
gross premiums on all plans. The cash 
values remain the same on all plans 
except endowment annuities. 


XUM 


John MacArthur Purchases 


Sterling Insurance Compan 
(CONTINUED FROM PAGE 1) 
1952 had A.&H. earned premiums of 
$6,520,134, and incurred losses of $3,- 
794,994, a loss ratio of 58%. There was 
income on first year life insurance 
premiums of $306,000, but Sterling had 
no life insurance in force, that having 
been traded to Bankers L. & C. 
Constitution Life has sold the Talm- 
adge apartment building, 3278 Wil- 
shire boulevard to M. Bert Fisher and 
Morris Gluck for $1,500,000. Constitu- 
tion Life purchased the building some 
months ago with a view to convert- 
ing it into a home office building. 





New Mortality Table Hints 


Retirement Reserves Short 
(CONTINUED FROM PAGE 1) 
lation, the study showed. The general 
population includes many in an im- 
paired state of health who have been 
out of the work force, and a better 
average standard of health than that 
of the general population is required 

to remain in the work force. 

The lengthening life span will in- 
crease pension costs about 5% every 
10 years, the new mortality table 
shows. Under the 1937 standard an- 
nuity table with 212% interest an em- 
ployer would allow $5,284 for a pen- 
sion of $1,000 a year for a male em- 
ployee now 45 and expected to retire 
at the normal age of 65. On the new 
basis with 242% interest, his pension 
fund should be $6,509. 

The first report of the study was 
made by Mr. Peterson at the June, 
1952, meeting of Society of Actuaries 
and brought a highly favorable re- 
sponse from actuaries of American and 
Canadian companies. 





William T. McKee, manager at 
Mansfield, O., and Norman E. Rosner, 
manager at Elizabeth, N. J., are cele- 
brating their 25th anniversaries with 
Prudential. Mr. McKee has been in 
his present post for 10 years, and Mr. 
Rosner was Prudential agent and staff 
manager at Hackensack, N. J., before 
being named head of the Elizabeth 
office in 1951. 


RECORDS 


Pacific Mutual Life reports a substantial in- 
crease in new business produced in January 
as compared with the same month last year. 
New life writings for the month were 12% 
ahead of January, 1952, for the company’s big- 
gest January since 1945. 











With more than $31 million of new business 
reported during January, Great-West Life 
registered the 12th consecutive month in which 
placed business exceeded the corresponding 
month of the previous year. The January total 
was the largest in the company’s history. 

Earl M. Schwemm’s Chicago agency, Great- 
West Life’s top 1952 branch, led the company 
for the 14th consecutive month with a more 
than $2 million total, and recorded its 103rd 
consecutive month of more than a million in 
new business. 


New life insurance paid for by the Equitable 
Life of Iowa during February totaled $9,166,620, 
a 2% increase over February, 1952. This rep- 
resented the second largest February in com- 
pany history. Total insurance in force in- 
creased to a new high of $1,239,613,829. 


Northwestern National recorded a _ larger 
volume of new ordinary business last February 
than in any previous February in the com- 
pany’s history. It was the 14th consecutive 
month that the company’s new ordinary ex- 
ceeded that of the comparable month a year 
earlier. 


In the first two months of 1953, Citizens 
National Life of Indiana life insurance in force 
rose from $13,204,939 to $14,036,730. The $831,000 
increase compares with an increase of $501,000 
for the same period of 1952. 


_ N.W. Mutual Issuing Copy Manual Based 


on Successful Local Advertising Campaign 


To help its field force in getting up 
effective local advertising, Northwest- 
ern Mutual Life plans to distribute 
very shortly an advertising copy 
manual based largely on a highly suc- 
cessful experimental campaign con- 
ducted in Steubenville, O. 

The manual was prepared in co- 
operation with the J. Walter Thomp- 
son advertising agency. 

The Steubenville experiment was 
handled in a thoroughgoing, scientific 
way with tests of the public’s attitude 
toward Northwestern Mutual and its 
agenis conducted before the experi- 
ment and afterward. Besides this, the 
public’s reactions were tested in a 
“control” city (Bloomington, Ill.) se- 
lected to be as much like Steubenville 
as possible, but with no local advertis- 
ing at all to influence the public’s at- 
titude. 

The results were even better than 
had been hoped. In fact Paul Burke, 
now general agent in Utica, N.Y., who 
was district agent at Steubenville dur- 
ing the experiment, gives the cam- 
paign credit for his making the Million 
Dollar Round Table. Besides that, he 
said the publicity made it much easier 
tor him to see people and conduct more 
satisfactory interviews. 

Before the Steubenville campaign, 
the company conducted 300 interviews 
there and another 300 in Bloomington 
with men in the middle and upper in- 
come brackets. The questionnaire in- 
cluded the interviewee’s name and ad- 
dress, approximate age, and estimated 
approximate income. He was asked 
what life companies he regarded most 
highly and what were their names and 
the name of their local agents. He was 
also asked what other life companies 
he knew of and what company he 
would probably choose if buying a new 
policy. 

If the interviewee listed the North- 
western Mutual among the companies, 
he was asked if he knew the names of 
the Northwestern agents in his city. If 
he did not voluntarily name the North- 
western, he was asked if he knew of 
the company and if he did, what he 
thought of it and who was the local 
agent. 

The campaign in Steubenville had 
more of a job to do than it would have 
had in Bloomington. When the first 
check was made, Northwestern Mutual 
was considerably better known in 
Bloomington than in Steubenville. 
About twice as many interviewees 
named it among the companies “re- 
garded most highly” and about the 
same number naming it as a company 
“also known of’. Besides that, more of 
those who failed to name Northwestern 
Mutual voluntarily in Bloomington in- 
dicated knowing of it when specific- 
ally asked than was the case in Steu- 
benville. Nearly twice as many in 
Bloomington knew the name of the 
Northwestern Mutual agent than did 
the people interviewed in Steubenville. 

However, the survey after the cam- 
paign revealed a very different state of 
affairs. The Bloomington figures were 
about the same as they had been on the 
first check. But in Steubenville the 
number who named Northwestern Mu- 
tual as “best” or “among the best” 
practically doubled while there was a 
more than 50% increase in those who 
listed it as “also known”. 


Not only that, but the number of 
those who named Northwestern as best 
or among the best and who said they 
would probably buy a Northwestern 
policy, also almost doubled. There 
were increases and decreases in the 
numbers naming other companies, but 
no changes were as great as those 
shown for Northwestern Mutual in 
Steubenville. 

There was an even greater gain in 
familiarity with the names of the 
Northwestern agents. Of the 300 in- 
terviews taken in Steubenville, the to- 
tal reporting familiarity with an agent’s 
name increased from 38 to 107. 

Of the 26 who thought of Northwest- 
ern as best in the first go-around, 17 
reported a name of an agent. However, 
on the second survey in Steubenville, 
the number reporting Northwestern as 
best had gone up to 51, 44 of whom re- 
ported the name of an agent. The com- 
pany was regarded as the best com- 
pany by twice as many people and the 
agents were almost three times better 
known on the second check than on the 
first. 

Bloomington, it is true, showed more 
familiarity with Northwestern than it 
had earlier in naming the company as 
“best” and “also known of” but the 
gain was very slight, nowhere near as 
great as it was in Steubenville. 

The follow-up survey revealed that 
Northwestern Mutual agents, because 
of the campaign, became the best 
known agents in Steubenville. More 
people knew them than agents of any 
other company. Almost twice as many 
Northwestern Mutual agents were 
named as were those for any other 
company. Before the campaign, how- 
ever, Northwestern Mutual agents were 
in fourth. position on this point. 

The post-campaign survey also 
brought out the reasons why North- 
western Mutual was named as the 
company from which the interviewee 
would buy a new policy. They ranked 
in this order: confidence in agent, 
well-known company, experience with 
company, low net cost. 

The campaign’s aim was to find out 

















A COMBINATION COMPANY 


Boston Mutual has a sound com- 
bination of Ordinary and Industrial 
policies to fit the needs of every 
member of the family. 


JAY R. BENTON, President 
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what results could be had in a local 
market through local advertising done 
on a scale which a group of local 
agents could pay for. Specific objec- 
tives of the campaign, as far as the 
public was concerned, were to increase 
the standing and appreciation of North- 
western Mutual and to build up the 
agents with their local prospects and 
policyholders. 

Newspapers were selected for the 
advertising because they are compara- 
tively low in cost, available in every 
community, measurable in coverage 
and effective for messages such as the 
company wanted to use. The special 
approaches used were agent build-up 
and building a greater appreciation of 
the company and its life insurance pro- 
grams. 

In the agent build-up department, 
the aim was to make the agents better 
known by name and by sight, to estab- 
lish them as good citizens in the com- 
munity, to introduce them as “real 
guys” whom anyone would be glad 
to meet and know. A human interest 
type of advertising was used. Each 
agent was introduced in good-sized 
display ads with a follow-up program 
using smaller space for further contin- 
uity for the agent. Some were in the 
form of an editorial feature headed 
“On the Spot”. The agent gave, in 
the advertising, strong selling answers 
to questions about life insurance that 
were printed at the top of the ad. 

For example, one of these two-col- 
umn “On the Spot” ads at the top of 
a page in the local paper asked the 
question, “Why buy life insurance 
when my dollars are so inflated?” 

With it was a picture of the agent, 
Deane B. Probert. His name was prom- 
inently played up as a Steubenville 
agent of Northwestern Mutual. There 
followed his answer to the question: 

“Do you invest in a security when it 
is high or low? What is lowest during 
an inflationary period? 

“Jsn’t it the value of your dollar? 
After inflation, deflation, and then your 
low-value dollar becomes a high value 
dollar; provided you haven’t lost it 
through speculation. 

“Think on this—the buyer of life in- 
surance is a buyer of dollars. There 
is no safer investment than in life in- 
surance dollars.” 

Included in the ad was a plug for 
Northwestern Mutual which ran: 

“It is one of the six largest; it has 
over 90 years’ experience; it offers 
policyholders significant advantages 
including low net cost. 

“Northwestern Mutual agents are 
especially qualifieé — by character, 
ability and training — to offer skilled, 
understanding advice on matters of 
family security.” 

The ad also included a box stating 
that “You are invited to put North- 
western Mutual’s Deane Probert ‘on 
the spot’ any time with any question 
you might have on life insurance. No 
obligation, just drop him a card or 
phone.” There followed Mr. Probert’s 
business address, telephone number 
and company name. 

The “On the Spot” type of copy was 
not the only one used. For example, the 
one featuring George B. Cox of the 
Burke agency was designed to build 
Mr. Cox up in the public mind as an 
angler and civic worker as well as an 
“outstanding Northwestern Mutual 
agent.” Headline emphasis was on the 
“angler-civic worker” aspect. Domi- 
nating the ad was an informal snap- 
shot of Mr. Cox wearing his fishing 
clothes and holding a good-sized trout. 


The text read: 

“George Cox is no stranger to many 
folks in the Steubenville-Toronto com- 
munity. Fellow sportsmen will tell you 
he is a very capable chap with rod and 
reel. His friends in Toronto [the 
nearby town where Mr. Cox resides— 
Ed.] know him as a member of various 
planning groups whose objectives are 
the improvement and betterment of 
their city. Neighbors will tell you that 
George Cox is a helpful, friendly fel- 
low, who willingly gives much of his 
time and efforts to make their neigh- 
borhood the ideal residential area—a 
safe place for the youngsters’ play and 
recreation. 

“Why do such men as George Cox 
choose to represent Northwestern Mu- 
tual? Because after investigating they 
are convinced that this company en- 
ables them to offer outstanding advan- 
tages to their neighbor. They know 
that Northwestern Mutual is one of the 
six largest in the field, with over 90 
years of experience. And they know 
it has a reputation for low net cost 
insurance. 

“Have you reviewed your life insur- 
ance program in the last two years? 
George Cox is well qualified to help 
you—and without obligation of any 
kind. You will do well to call him.” 

At the bottom of the ad is the com- 
pany name, the general agency name, 
and Mr. Cox’s name, address and busi- 
ness telephone number. 

The advertisement designed to build 
up greater appreciation of the com- 
pany and its life insurance programs 
featured pictures of Northwestern Mu- 
tual policyholders in the community 
For example, in a two-column ad 
headed “He’s a Northwestern Mutual 
Policyholder,” John A. Jones, director 
of publications and publicity of the 
Wierton Steel Co., was featured with 
a picture and biographical sketch. 

e e e 

Then the ad went on to say, “Here 
is one of the many residents of this 
community whose estate plans have 
been made more effective through the 
assistance of a Northwestern Mutual 
agent. For Northwestern Mutual men 
are specially qualified—by character, 
ability and training—to give sound, 
understanding advice on matters of 
family security. Moreover, they rep- 
resent a company which is outstand- 
ing in the life insurance field.” 

The box in the ad gave the eom- 
pany name and those of the general 
agent and all the local agents. It also 
asked, “How long it is since you re- 
viewed your life insurance policies? 
Whatever your present insurance may 
be, whatever questions you may have, 
you will find real assistance, cheer- 
fully given, when you call upon a 
Northwestern Mutual agent.” 

A few ads were also run on recruit- 
ing with the aim of attracting more 
good agents. The over-all cost of the 
entire newspaper campaign was $1,000. 

To supplement the newspaper pro- 
gram, there was radio advertising 
consisting of dug-out interviews before 
the baseball broadcast of the Cleve- 
land Indians games as carried by 
WSTV in Steubenville. The commer- 
cials were patterned closely on the 
newspaper advertising. Actual inter- 
views with Northwestern Mutual 
agents on a live or a recorded basis 
were carried on. Since the radio in 
this market reached beyond the cover- 
age area of the local newspapers, the 
program did a merchandising job in 
nearby cities as well. The total cost 
for 33 night games was about $700. 


SOUTHLAND LIFE CHANGES 





John W. Carpenter Chairman: D.C. Williams 
President: B. H. Carpenter Executive V. P. 


John W. Carpenter, formerly presi- 
dent, has now become chairman of 
Southland Life of Dallas. The new 





Dan C. Williams Ben H. Carpenter 


president is Dan C. Williams, who was 
formerly first vice-president. Ben H. 
Carpenter was elected executive vice- 


president. These three men constitu 
the chief executive team. Ben Carpe. 
ter also serves as chairman of the ey. 
ecutive and investment committees, 

Leland S. Dupree was elected vice. 
president; George R. Jordan, Jr. wa 
elected vice-president and actuary anj 
Robert B. Caplinger was elected vice. 
president and chief underwriter. 

e * 

Roland Aycock, superintendent 
ordinary agencies; Louis Runge, sy. 
perintendent of agencies, Continent, 
division; Heman Ford, director of sale 
training; Field Scovell, director 
agency expansion; and James B. Good. 
son, administrative assistant were elec. 
ted assistant vice-presidents. 

E. B. Hume was elected comptrolle 
and assistant treasurer and John |, 
Watt was elected assistant treasurer, 











Fluegelman Further Clarifies 
N.A.L.U. Stand on Brokers 


(CONTINUED FROM PAGE 1) 
fession. Neither N.A.L.U. nor I as 
president have anything but the pleas- 
antest feelings toward the broker who 
conscientiously services his policyhold- 
ers. Many of them are on a par with 
the full-time career life underwriter 
so far as knowledge and service are 
concerned and they add honor and 
glory ts the institution of life insur- 
ance 

“I also stated that special commission 
deals should not be given to the brok- 
er, placing him in a position more 
favorable, compensation-wise, than 
that accorded a full-time career life 
underwriter. I did not say that all or 
most brokers receive special commis- 
sion deal, I am opposed to that practice 
and I am confident that the vast ma- 
jority of underwriters in the United 
States agree with me in this regard. I 
have substantiating evidence, in the 
form of many letters that I have re- 
ceived, supporting my position and en- 
couraging me to continue to oppose 
inequities that exist. 

a a e 

“You. have now had the issues stated 
clearly, and I trust that the matter 
may be closed. Tell your qualified 
broker friends that we desire their 
support. We would like to see more of 
them in our association than the ap- 
proximately 1% of our total member- 
ship now represented. I hope that all 
of you here today will invite your 
qualified brokers to get on our team.” 

Most of Mr. Fluegelman’s talk dealt 
with sales pointers and the work of the 
N~uonal association. It will be reported 
sn next week’s issue. 





Tenn. Life Launched in Tex. 


HOUSTON, TEX.—Tennessee Life 
has been organized by Tennessee Gas 
Transmission Co. of Houston to con- 
duct a general life insurance business 
and also to underwrite a portion of 
the gas company’s group coverages on 
its employes. 

All stock of Tennessee Gas Building 
Corp. was transferred to Tennessee 
Life and the building subsidiary has 
been dissolved. This move gives Ten- 
nessee Life the 22-story Commerce 
Building annex at Houston in a tax- 
free liquidation of the building corpo- 
ration. The new company has a com- 
bined capital and surplus of $2.9 mil- 
lion, of which $1 million is capital. 

Despite its name, the corporation 
does not even operate in Tennessee, 


although at the time the name wa; 
adopted it was contemplated that oper.| 
ations would eventually extend to Ten. 
nessee. It is reported that the principa| 
objective in forming the new life com. 
pany was to obtain more favorable 
tax treatment in the liquidation of the 
building corporation than would other. 
wise be possible. 





Use L.I.A.M.A. Course as 


Pattern for Chicago Panels 


Life Agency Managers Assn. of Chi- 
cago is conducting the new study 
course in agency management pre- 
pared by L. I. A. M. A. Sessions are 
held Monday afternoons and will con- 
tinue until June 1. 

Moderators are Brice McEuen, direc- 
tor of schools for L.I.A.M.A., and the 
following Chicagoans: James M. Roy- 
er, general agent of Penn Mutual Life; 
Frank Lotito, general agent of Lincoln 
National; Don K. Alford, manager of 
Prudential, and Paul Norton, field 
vice-president of New York Life. 





Korean Action Is War, 


Pennsylvania Mutual Says 


Pennsylvania Mutual Life asked the 
Pennsylvania supreme court on March 
10 to change its recent ruling that the 
fighting in Korea is not a war in the 
legal sense. 

On Feb. 14 the company was di- 
rected to pay double indemnity and 
accidental death benefits to the bene- 
ficiaries of two Pennsylvania men who 
were killed while in army service. 
The March 10 action was taken in a 
case involving a policy on the life of 
Clyde P. Harding. 

The company charged the court was 
in error in failing to recognize the 
fact that we are in both “legal” and 
“constitutional” war as a result of the 
recommendations of the United Na- 
tions Security Council. 





On University Circuit 


J. F. Follmann, Jr., general manager 
of Bureau of A. & H. Underwriters, 
will speak on “Trends in A. & H. In- 
surance” at University of Connecticut 
March 25 and on “Regulation of A. & 
H. Insurance” at University of Penn- 
sylvania April 29. 





e Lester S. Roscoe, director of field 
training for Occidental Life of Cali- 
fornia, addresed a meeting of Sales Ex- 
ecutive Club of Los Angeles. 
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The Service of “Mr. 4%” is reflected in 
Jefferson Standard’s 
46th Annual Report 


MORE PROTECTION FOR MORE PEOPLE. Jefferson Standard during 
the past year continued to grow in stature and in usefulness to the insuring 
public. New life insurance placed by the company’s fieldmen in 1952 ex- 
ceeded $153 million, a 20% increase over 1951. Insurance in force reached a 
new high of $1,136,600,000, a gain of $97 Million for the year. 

Today Jefferson Standard is providing a measure of financial security for 
more than 350,000 policyholders in 29 states, the District of Columbia, and 
Puerto Rico. 

Payments to policyholders and beneficiaries during the year just closed 
amounted to $13,500,000, bringing total payments since organization of the company to $226 Million. 

Assets of the company increased by more than $28 Million to a year-end total of $324,852,407. 
Investment earnings were maintained at a high level throughout the year, and Jefferson Standard for the 
sixteenth year leads all major life insurance companies in rate of interest earned on investments. 











rT %?" 
WHO IS MR. 4%? Jefferson Standard 





9 ° 
Mr. 4% represents the Jefferson Standard Life Insurance Company 
Jefferson Standard, now guaranteeing 212% on policies currently Condensed 
issued, has never paid less than 4% on policy proceeds left on deposit 46TH ANNUAL STATEMENT* 
to provide income. Four per cent is the highest rate of interest paid Siiesatine oa: 0ean 
by any major life insurance company in America! x 
ASSETS 
Mr. 4%, a welcome visitor in the homes and offices of thousands of We. . os . el eee 
policyholders, is pointing the way to extra income through 4%. His NN a aoe oe es 94,445,005 
: ey 2 . ana . Stocks, Preferred & Common. . 29,704,434 
friendly counsel is nelping policyholders and beneficiaries use life iid... 2: ae 
insurance more effectively—the Jefferson Standard way. Lease Back RealEstate. . . . 14,545,755 
Other Real Estate Including 
Home Office Building . . . 2,294,260 
For Example Loans to Policyholders . . . 21,250,632 
On a $10,000 life insurance policy, interest income at 242% All Other Assets. . . . . . 11,291,905 
amounts to only $250 per year . . . at 4% it amounts to $400 TOTAL ASSETS . . . . $324,852,407 
per year—$3,000 more income over a 20-year period' UARRITIES 
Policy Reserves. . . . - + $230,832,353 
er 4 re eerie % Reserve for Policy Claims. . . 971,003 
Jefferson Standard’s investment record is onteaneing in the ats asta Fielbiap Cesena tate oth sngnasee 
ance industry. The company’s excellent earnings rate makes it possible Gili. 68 oie 8s 
to provide extra income dollars to the policyholder or beneficiary. rs _ passe gin * 3,867,800 
ice nvestment Fluctuation Fund. . 7,968,499 
For 46 years Jefferson Standard policies have never paid less than pre peeaeiene, re sel ‘ Reps 
4% interest on proceeds left with the company to provide income. TOTAL LIABILITIES . . . $283,852,407 
Contingency Reserve . . . 5,000,000 
Let Mr. 4% Serve You Capital and Surplus. . . . 35 000,000 
TOTAL. . . . . . « $323,852,407 


Small wonder, then, that more and more people are turning to their 
: *Copy of booklet containing our com- 
local Jefferson Standard Mr. 4%. Jefferson Standard policy dollars are elite :ieiink aati tan coma 














larger. Keep in touch with your Mr. 4%—he’s a good man to know. : 


Jefferson Standard LIFE INSURANCE CO. 


HOME OFFICE © GREENSBORO, N. C. 


























ANNOUNCES THE APPOINTMENT OF ROY AO FOAN AS VICE PRESIDENT ANID DIRECTOR OF AGENCIES 


MOUNT VERNON, NEW YORK, MARCH FIFTEENTH, 1953 





